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SPEAKING OF 


HE snow that has hit upstate 

New York so hard, resulting 
in the closing of stores and _ busi- 
nesses pretty near postponed the re- 
cent wedding of a Wave and a sailor 
at the Naval Training Station at 
Sampson, N. Y., but Navy ingenuity 
came to the rescue. 





"THE ANCHOR IS MY OWA IDEA #4" 





Unable to buy a wedding ring 
because of blocked roads and closed 
jewelry stores, Yeoman Gloria New- 
ton and Specialist William R. 
Hilliard were married anyway with 
a sailor-made wedding ring of stain- 
less steel scrap. 

Shipfitter Shelley Cosson heard 
of the couple’s problem on their wed- 
ding eve and set to work. He de- 
livered the plain steel band to the 
bridegroom the next morning, an 
hour before the ceremony took 


THE 


JEWELRY 


chase. In the stranger’s hand, a wad 
of bills, on the stranger’s face, a 
quiet leer. The stranger selects his 
ring or watch or whatever, hands the 
cash to the keen-eyed jeweler and 
departs. 

Who could be more surprised than 
our hero when he discovers that ene 
of the bills is a counterfeit? And 
whose face could be more crimson 
than his when he discovers that said 
counterfeit has been clipped from 
the Sunday paper—from an article 
entitled, ““Beware of Phony Money.” 

All these things happened to a 
jeweler who shall remain nameless 
for reasons of face-saving. In his 
report of the fraud, Detective Cap- 
tain Wallace H. Yeager said that 
the bill “could easily be passed in a 
not-too-well lighted store, especially 
if the passer held it between several 
legitimate bills, flourishing only the 
ends.” 

Moral: Invest in a few high watt 
bulbs and don’t snatch blindly at 
cash extended by leering customers. 
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TRADE 


the inner surface became legible: 
“Woodrow Wilson, 1913—28th pres- 
ident of the United States—1921. 
We desire no conquest, no do- 
minion.” 

Intrigued, Mrs. Strigel wrote to 
her son but he could offer no expla- 
nation of his strange find. However, 
he wrote back to his mother: 

“Parts of New Britain are inhab- 
ited by cannibals. There’s specula- 
tion among the boys here that the 
ring might have belonged to one of 
their victims.” 

How about it? Any ideas? 
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ALK about the absconding 
banker, W. J. Weiser, of Hous- 
ton, Tex., is thinking seriously about 
leaving town. Mr. Weiser is a watch 
repair man and recently a burglar 
broke into his shop and took nine 





“ TURNIN' OFF ALARM CLOCKS 
FASCINATES ME f= 






place. 
* © © nals — of those mystery larm clocks that he had repaired 
fees stories with no solution so you San: ikis seeeminneen 
d St, T'S a sad day, indeed, when a can use your imagination in figuring “H If ) tho ree we 
S.A. Jeweler, traditionally shrewd it out. left ns —_ alae ane P d 
and keen-eyed, accepts a bogus dol- While busily engaged digging a — - he ne i , re | 
ues lar bill in lieu of the real thing. And slit trench on the South Pacific d " . . " rm 2 es f i 
em, | ts a sadder day still when the bill island of New Britain, Pvt. William 7" “ ae < I ~ pa 
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neatly across its face. Picture the gold ring. He sent it to his mother, stile 
me | ene for yourself—the jeweler, Mrs. Fred Strigel of East Alton, HE Hatfields and the McCoys 
me 4 ‘iter having successfully found a_ III., who turned it over to a jeweler had nothing on the feud that 





faw in a diamond with a 10-power 
loupe, looks up to find a stranger 
waiting patiently to make a pur- 
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to be cleaned. 
When Mrs. Strigel got the ring 
back, the following inscription on 


Oscar Levitch, retail jeweler at 10 
N. Howard St., Spokane, Wash., 
has been carrying on with the well- 
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Munition of morale... 


shell ces come aca of Ruhr ST 


“| WEAR AN ‘E’ PIN...AND | UNDERSTAND Wi 
PARKER CAN’T MAKE ENOUGH OF THE PARKER 4 
PENS WHILE THEY STILL MAKE ROCKET FUZES$ 


THE PARKER PEN COMPANY 
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4 the theater where Olsen and 


Johnson were making a personal ap- 








‘known comedians Olsen and John- 
son for the past 15 years. Instead 
of the traditional squirrel guns, 
their. weapons have been practical 
‘okes and the gags have flown thick 
and fast with hits scored on both 


sides. 
- Mr. Levitch fired the opening gag 


several years ago. He sat 


"in the most conspicuous bex seat in 


house reading a newspaper, 
whereupon the beys began bombard- 
g him with magazines forcing him 


‘to retire in some disorder. They 
“thought Mr. 
dered when he sent a delicious cham- 


Levitch had surren- 


pagne and chicken dinner to their 
dressing room. They ate it with rel- 
ish—until the waiter presented them 
with the bill for $46. 

That night they planned the coup 
de grace. The next morning when 
Mr. Levitch arrived at his store it 
was painted a dazzling green with 
reminders that people should do 
their Christmas shopping early. The 
climax came eight hours later when 
seven bearded Santa Clauses, 14 
messenger boys with red hair and 18 


bathing girls arrived, all with notes 
stating that Mr. Levitch would pay 
their salaries. 

The gags flew thick and fast over 
the years and Mr. Levitch thought 
they were petering out when one 
night Corp. Saul Richman, an ex- 
Hellzapoppin’ press agent, rushed 
to Mr. Levitch’s house saying that 
the boys were in town and coming 
over. His wife and he got every- 
thing in readiness for a bang-up din- 
ner for the boys. They came all 
right but the “boys” were 50 sol- 
diers from Corp. Richman’s outfit 
who proceeded to eat up everything 
in sight. They said that they would 
write Olsen and Johnson a thank- 
you note in the morning. 

Mr. Levitch had the last laugh, 
however; before the soldiers left he 
sold 10 of them new watches. 
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| spencer jewelry designers, 
concentrating most of their at- 
tention on patriotic motifs, have 
come out with something new in 
“soldier charms,” small figures of 
Allied soldiers wearing uniforms ac- 


curate down to the last detail. 





JOE JEWELER IN UNIFORM 


(On Furlough) 





"Yep! It's still open! Just like Pop said—with a line outside waiting 
to buy a bond and get an alarm clock free."’ 
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French girls call them “dangle 
rags,” and wear them on their charm 
bracelets. . 

Many other first items of jewelry 
fashions are being created. Mme. 
Jacqueline Vieillerville, who used to ' 
style much French merchandise in 
the diamond jewelry line for the 
American market, is once again very 
much active in this werk. Her latest 
work is a heavy gold serpent chain, 
flat as a ribbon and flexible, ending 
in a huge jeweled medallion or a 
tassel of diamond fringe. Another 
necklace she has brought out is 
formed of meshed links like those on 
a caterpillar tractor. 

Gold, one of the most popular of 
mountings, is still scarce, according 
to Mme. Vieillerville, but old pieces 
are available and are being melted 
down to make new settings for dia- 
monds and other precious stones. 


ib a jewelers shop in Regina, 
Canada, appeared a most unu- 
sual and clever display advertising 
their pen-repair service, which, 
judged by results, was a complete 
success. 

In this window display was de- 
picted a modern hospital scene, in 
which all of the characters perform- 
ing were fountain pens of various 
sizes, colors and shapes; the hospital 
building had the roof and front wall 
removed to show the interior. 

In the foreground, in front of the 
door, stood a miniature ambulance 
with the driver, a big, red uniformed 
pen standing by while two white- 
clad orderlies carried the stretcher 
with a tiny pale green patient. 

Inside the building white-capped 
nurses in their spotless uniforms 
performed their various duties for 
the pen patients in the rooms and 
wards, while down at the end of the 
corridor in the operating room, a 
surgeon and his attendant were in 
the midst of an operation. The sur- 
geon stood beside the table holding 
in his hand a bent and rusted pen- 
point which he had just removed 
from the patient, and his attendant 
held a bright, new, gold one to be 
inserted. 

In another operating room across 
the hall, a surgeon was shown with 
a collapsed rubber sac having a hole 
tcrn in one side, while his assistant 
stood by with a new one to replace 
the one just extracted. 
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Here's the silver lining 


in our war cloud 
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ONVERTING to war goods production ... earning five _... made them even more expert than before. 
Army-Navy “E” awards was a mighty big job here at And when victory’s won, we'll be able to add this extra . 

1847 Rogers Bros. ; precision and skill to almost a century of fine, painstaking 

It meant changes in all departments .. . engineering, | 1847 Rogers Bros.’ silver craftsmanship. . 
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Publicity Board Re-Vitalized 


Meeting of trade leaders from all branches of the industry 


endorses idea of broadened and intensified publicity campaign. 


Approves fact-finding survey as guide to future efforts. 


EALIZING that when the war ends and goods of 

all kinds are again freely available, the jewelry 
industry will have to face the keenest kind of compe- 
tition for the consumer’s dollar, recognized leaders of 
all branches of the trade have given their unanimous and 
hearty approval to the idea of a greatly expanded cam- 
paign of publicity to promote the sales of jewelers’ 


The undertaking of such a program, preceded by a 
fact-finding survey to determine the course and scope 
which the enlarged effort should take, was discussed and 
approved at the annual meeting of the Jewelry Industry 
Publicity Board on Jan. 13. (JC-K for February, 1945 
—page 227.) However, because such a campaign would 
call for the whole-hearted support of all sections of the 
trade, executives of the board felt that it would be desir- 
able to call a meeting of representative leaders of every 
segment of the industry, and lay the proposed plan be- 
fore them to get their reactions before proceeding 
further. 


INDUSTRY LEADERS MEET MARCH 7 


That meeting was held at the rooms of the 24 Karat 
Club in New York on Wednesday, March, 7, with ap- 
proximately 50 men in attendance—many of them from 
out of town. Every branch of the trade was represented 
most of them by the presidents of their specialized asso- 
ciations—American watch manufacturers, Swiss watch 
importers, silverware manufacturers, dealers in dia- 
monds and colored stones, makers of platinum, gold and 
costume jewelry, wholesalers and retail jewelers. 

Among those present were Fred B. Dreifus, Memphis, 
president of NACJ; Charles J. Michaels, Hartford, 
past president of ANRJA; Harold Alberts, Boston, 
president, National Wholesale Jewelers’ Association; 
E. O: Otis, Jr., Providence, executive secretary of the 
New England Mfg. Jewelers & Silversmiths; Roland A. 
Gsell, president, American Watch Assemblers’ Associa- 
tion; G. H. Niemeyer, Handy & Harman; Craig Mun- 
son and A. L. Zeiting of International Silver; Lowell 
Halligan and John Hall of Hamilton Watch; William 
Selberg, Elgin Natl. Watch Co. and many others of sim- 
ilar standing. 
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W. Waters Schwab (J. R. Wood & Sons, Inc.) as 
chairman of the Publicity Board, presided, and ex- 
plained the purpose of the meeting. He was followed by 
John W. Darr, president of the Institute of Public Rela- 
tions—an organization which has conducted highly suc- 
cessful publicity and public opinion campaigns for 
several other industries. Mr. Darr outlined the course 
of procedure which experience has proved it is desirable 
to follow in the planning and execution of such an effort 
as is being considered to promote jewelry products. 


STUDY OF CONSUMER ATTITUDE FIRST STEP 


First step, he emphasized, should be a thorough study 
of the consumer’s attitude toward jewelers and jewelers’ 
merchandise—why people in various income groups buy 
or do not buy jewelry, watches, clocks, silverware and 
so on. 


Second, should be a determination of which appeals 
are most effective in maintaining and expanding the buy- 
ing of jewelry store goods; and third, setting up a pro- 
gram of action that will use every avenue for influencing 
consumer opinion to promote the desire for jewelry own- 
ership and replacement. 


The answers to the first two can be provided, Mr. 
Darr pointed out, through a scientifically conducted sur- 
vey using the modern techniques which enabled forecast- 
ers to predict with such amazing accuracy the results of 
the last election. 


From that information can be devised a program of 
action to interest more people in jewelry, watches, sil- 
verware, clocks, and so on, and to get those people into 
the retail jewelry stores through which every kind of 
supplier’s product must flow to reach the ultimate con- 
sumer. It is in the retail jewelry store, Mr. Darr em- 
phasized, that all the divergent interests of every branch 
of the industry can meet on a common ground of mutual 
interest. Other industries composed of elements just as 
divergent as those in the jewelry field have in this way 
been able to develop unified programs which have brought 
benefit to all, he said, which should be adequate testimony 
that the jewelry industry, too, can develop a program as 

(Please turn to page 156) 
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“Readable” Displays Call For 
Orderly Merehandise Groupings 


INDOW backgrounds have been discussed in 

some detail in this series of articles. It has been 
pointed out that such backgrounds exist only to enhance 
the merchandise shown against them, but it must also be 
understood that a well designed background is no guar- 
antee of an effective presentation of the merchandise. 
The selling purpose of the window can be totally de- 
feated by an ineffective arrangement of merchandise. 
This applies equally as well to merchandise displays 
inside the store, in display cases and counters. 

This is especially true in displaying jewelry merchan- 
dise where most items are comparatively small in size. 
It is difficult to keep the arrangement of a number of 
small pieces dramatic and uncluttered, but it can be done 
with careful groupings. Adherence to simple design 
principles will make these groupings effective in gaining 
attention and making sales. 





WRONG—Merchandise shown here is unrelated in 

use and not thoughtfully placed for selling em- 

phasis. Pieces are crowded and hard to see as 
they tend to blend too much into background. 


WRONG—Contrasting colors on 
the ring holders distract attention 
from rings themselves. Also the 
holders are clustered too close to- 
gether in a haphazard grouping. 


RIGHT—Ring holders shown at far 
tight, have been selected which are 
simple in design and do not de- 
tract attention from the rings. They 
are large enough so that the rings 
are not crowded and are fitted 
together in a logical pattern. 
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by VIRGINIA DIXON 


The secret of achieving an orderly, uncluttered ap- 
pearance in an arrangement of a number of small objects 
is to place the pieces so that they form a definite pattern 
and are not merely a haphazard jumble of unrelated 
merchandise—necklaces, watches, pins, bracelets, and so 
forth—clustered together at odd angles. 

Such a merchandise pattern will be most effective if 
it is kept simple so that attention is focussed on the 
jewelry. Parallel lines and curves are preferable so that 
the eye can travel easily from one piece to another in- 
stead of being pulled in various directions at once. 

This does not mean that your windows should take on 
the uninteresting row-on-row appearance of a stockroom 





RIGHT—An ensemble of bracelet, pin and ear- 
rings has been selected here and the pieces are 
arranged in an effective pattern, which can be 
easily seen against the contrasting background. 
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WRONG—Too many watches are shown in small 
space so that no one is seen individually and to 
advantage. Background is of the same general 
color as the merchandise, and offers no contrast. 








RIGHT—Watches are better spaced with contrast 
in size and with dark background offering color 
contrast. Small "flags" carry price and description. 


When planning a display, whether in your window or in the store, group 


your merchandise according to a definite pattern of selling emphasis. 


WRONG—Arrangement of pieces 
at odd angles looks crowded and 
distracting. Puffed fabric back- 
ground is fussy and does not con- 
trast enough with the merchandise. 


RIGHT—Same pieces in same 
space at right, are arranged in 
parallel lines so that they no longer — 
look crowded. Dark, smooth back- 
ground contrasts and does not dis- 
tract attention from the pieces. — 


which unfortunately many windows nowadays do pre- 
sent. Even in cases where the window is considered to 
be pretty much a catalogue of the merchandise within, 
it can be made to appear interesting and “readable.” 
Group it according to a price story—according to re- 
lated uses—according to fashion ensembles and any other 
selling emphasis which the merchandise suggests. Focus 
attention on these groups with well-lettered descriptive 
copy. 

Contrast is in itself attention-getting and can be used 
to emphasize small items of merchandise. Visual con- 
trast in a display may be of several kinds. There may be 
contrast in size. For instance, a man’s and lady’s watch 
shown together will emphasize by contrast the feminine 
daintiness of the lady’s watch and the masculine lines 
of the man’s watch. An arrangement of silverware will 
be more interesting if the pieces are of varying contrast- 
ing sizes rather than all the same. 

Color contrast is probably the most obvious form of 
this design principle. It can sometimes be achieved by 
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grouping merchandise of complementary colors together, 
but more usually by placing the jewelry on a background 
or fixture of a contrasting color. When the jewelry is 
vari-colored as in a display of a number of colored stone 
rings, ring pads should provide a contrast in tone. Black 
is the most obvious choice in such a case, but wine red, 
dark blue, gray, beige and some other colors may also 
serve the purpose. The soft lustre of silver gleams in- 
vitingly against gay colors such as powder blue, emerald 
green, vermillion. 

There is also texture contrast—for instance, the show- 
ing of metallic objects against fabric or wood rather than 
against another metal. Silverware and gold jewelry look 
more attractive against velvet or painted wood than 
against chrome or copper. One exception to this prin- 
ciple in jewelry store merchandise is that of glassware 
which gains added sparkle and brilliance when placed 
on mirrors. 

Closely related to the arrangement of the merchandise 

(Please turn to page 156) 
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M. M. Saks pays off a winner who came through with the correct an " : 


Right Answer Brings in Customers 


AKS Jewelry Store, headed by Michael M. Saks, 
at 118 West State St., in Sharon, Pa., has spon- 
sored a Telequiz program since last October over the 
local radio station which has resulted in establishing the 
name of the store in a neighborhood catch phrase. Thus 
has been created an untold amount of “word of mouth” 
advertising which, with the program itself, has brought 
excellent results for the business. “Say Saks” is now 
a greeting and a by-word around Sharon. 

The Telequiz goes out from 5:45 P. M. to 6:00 P. M. 
five days a week over WPIC, “The Pick Of the Dial,” 
with the intention of catching two big shifts which come 
off at 3:30 P. M. and 4:00 P. M. respectively from a 
couple of the big Shenango Valley manufacturing plants. 
These workers, it is reasoned, should be at their dinner 
and in a receptive mood at the period. The program 
pays premiums for the right answers to questions and 
an extra dollar to each listener who greets a telephone 
call from the studio with the phrase “Saks Jewelry” in- 
stead of the conventional “Hello.” 

“Don’t say ‘Hello’,” the announcer urges over the air. 
“If you answer your phone with the words ‘Saks Jewelry’ 
you will be paid a crisp new one-dollar bill by Saks 
Jewelry Store, Sharon.” Listeners are urged repeatedly 
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to do this throughout the broadcast. Recorded music 
and, sometimes, brief descriptions of specials are put on 
the air for the radio audience by one announcer, now 
often a girl, while another, usually a man, calls in tum 
two telephone numbers previously selected from the di- 
rectory for use in the quarter-hour. 

When he gets an answer to his ring, the studio man 
who is using the telephone goes ‘‘on mike” with the com 
versation while the music fades “off.” He checks 
whether the program is tuned in and identifies the per 
son who has answered, with phone number and street 
address. Congratulations go to one who has qualified 
by giving the store’s name, or an expression of sympathy 
to another who may have forgotten to do it. All such 
are invited to “Say Saks’’ next time. Then follows the 
announcement of the amount hanging on the correc 
answer to the question which is to be asked—a minimum 
of two dollars, often considerably more. 

When the listener is ready the announcer puts his que 
tion, usually a very simple one from a Questions-ant- 
Answers book, and allows ample time for thought. He 
repeats if asked to do so. When a satisfactory answet 
comes back the announcer recounts it over the air, prt 
nounces the award won, and notifies the winner that he 
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will receive his award by calling at the Saks store. If 
the question is missed he expresses regret, gives the 
correct answer and tells listeners the amount of the 
carry-over and the value of the jack-pot for the next 
question, The recorded music comes back “on mike.” 

This routine is repeated once more for each program. 
The whole presentation is “ad libbed” from notes, no 
script being necessary. When finished, the studio noti- 
fies the store of the names, addresses and amounts won 
for appropriate action there. Men, women and children 
have been winners at various times, all equally pleased 
to win, and all, of course, equally welcome prospects to 
Saks. 

There is an art in the selection of questions, which is 
directed by the studio manager, J. T. Van Sweringen. 
Under normal conditions it is desirable to have them as 


simple as possible, yielding the greatest possible number 
of winners. During the holiday rush, however, when the 
store was jammed at all hours anyway, it became desir- 
able to try to hold down store traffic. Therefore the 
quizzing was made harder, so as to lessen the number of 
winners. However this heightened the general interest 
by the fact that since the award for missed questions 
is added to the amount of the prize to the next winner, 
considerably larger sums were at stake. Numerous totals 
of $16, $12 and $10 resulted as the less keen listeners 
missed their chances. Such prizes made nice spending 
money for the winners, and of course most of it went 
right back to the jewelry store. 

Sample questions used this spring have been: 

“What is the largest island in the world?” 


“What is meant by ‘Indian Summer’?” 
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“What is the correct descriptive name of ““The Bicycle 
Built For Two,’ with one seat behind the other?” 

“What is half of a sphere called?” 

The virtue of these is that they are hard to miss, so 
that even if a child answers the telephone it is likely 
that the result will be to produce a winner—and goodwill 
for Saks. To each winner, on notice from the studio, 
the store sends a card announcing the award. 

The cards go out by mail, and when brought back to 
the store by the addressee each is cashed for its face 
value in money. All winners sign the “Club Book” in 
the store’s business office to establish a permanent rec- 
ord which also creates a sort of group feeling. 

Two telephone calls a day, Monday through Friday, 
result in a minimum weekly expenditure of $20 in prizes. 
The maximum would be $80 if all calls were answered 


Saks’ Telequiz quarter-hour program is 
broadcast over WPIC five days each week. 


Novel radio stunt by Sharon, Pa., 
jeweler results in introduction 
of from five to ten new customers 


to his store each week. 









by BOB CORRIGAN 


with the Telequiz-sponsored phrase “Saks Jewelry.” The 
average runs somewhere between, depending to some ex- 
tent on whether the listeners have cleaned out the jack- 
pot in a given week or caused it to carry over. 

That the resulting introduction of five to ten prospec- 
tive new customers to the attractive modern interior of 
the store every week more than justifies the whole cost 
of the program is the enthusiastic opinion of Mr. Saks 
and his store manager, Bernard Spitz. Mr. Saks says 
that without the slightest prompting by store attendants 
to buy, the winners who come in for their awards often 
spend the money on merchandise in stock, even adding 
considerable sums to it. Many more come back later, 
and still other prospects are attracted by the comments 
which the prizes and the programs stir up. 

An example of the drawing power of the Telequiz is 
afforded in the matter of the telephone calls themselves. 

(Please turn to page 160) 
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Planning For 


Tomorrow 
°° TODAY! 


HE jewelry store of tomorrow is being planned 
today. 

That includes planning for not only the physical as- 
pects—which means both eye appeal and practical util- 
ity—but also possible changes in types and grades of 
merchandise to be stocked, and a decided interest in post- 
war consumer-store relations. 

Our local situation is paralleled to a greater or less 
degree in many other communities. Long Beach is one 
of the many towns that has experienced a remarkable 
growth in population during the past few years. From a 
pre-war figure of 75,000 it shot up to 150,000 in the five 
years before 1942, and then even more sharply since 
that date to a total of 300,000 today. Because most of 
the war-time industrial development is expected to be 
permanent, and the harbor’s new importance as a Naval 
base and a world shipping port will probably continue, 
everything points to a healthy continual growth: 


The left side of the 

F store is given to dig. 
| monds, rings and 
jewelry. Note th 

p relationship betweey 
F the selling display 
counters and the 
small showcases jp 
the center of floor. 


Louis Lenzer 





The watch department is located to the right rear of the 
store, adjacent to the repair and service counter at 
rear. To the left of the latter, are located the offices 
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Showings of silverware and electrical goods are scanty right 
now but the sections for complete stocks have been planned 
for the time when such goods will once again be availa 
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This retail jeweler looks to the future now in planning his post-war 


merchandising program, with an eye to customer-store relations. 


This means many new buyers in our community, po- 
tential customers who will be critical of our store's 
appearance, the quality of its merchandise and the qual- 
ity of its service to the public. And it is on these three 
factors that a store’s reputation is made or lost. 

There will be a scramble for the public’s dollar in the 
pest-war period, and the dollar will still have only 100 
cents in it. There will be many things that people will 
want to own, so unless the jeweler is alert and in a posi- 
tion to capitalize on his store, his location, his reputa- 
tion, and his selection of wanted merchandise, his cut of 
the spendable dollar will be small. 

In the post-war period, credit will be an increasingly 
important factor in selling, with the public spending its 
money for practical things, durable household goods and 
for the many newly-introduced things they are reading 
about. 

Here we are planning to have our stocks in such shape 
that all kinds of new goods which are items of proven 
quality, and which are suitable for distribution through 
good jewelry stores, will be found on our shelves and 
display cases. Merchandise which we and other jewelry 
stores have stocked merely in order to have something 
to sell while goods have been scarce will be quickly mer- 
chandised, so that no “dated” pre-war goods will clutter 
up our inventories. 

Through its own natural desires and through adver- 
tising, the public, at least our public, is thoroughly 
educated to the advantages of paying a fair price and 
making sure of getting worthwhile merchandise. Our 


by LOUIS LENZER 


Retail Jeweler, 
Long Beach, Calif. 


stock is therefore being planned on a basis of quality. 
We do not intend to ever underestimate the quality buy- 
ing power of our community. 

Current war conditions have tended to erase the dif- 
ferences between the lines of goods that a quality-minded 
ethical jeweler may offer, and the goods of those who 
are not so strict in their business dealings. Today, it’s 
not just a question of what the jeweler would like to 
buy, but what he can find to buy, with the result that 
both types of stores have about the same general class 
of merchandise, and the good jeweler has been handi- 
capped by the limitations of what he may offer to his 
public. 

This management is eagerly looking forward to all 
new post-war merchandise which fits in with the require- 
ments of all good jewelry stores. We are looking for- 
ward to the time when we can supply our patrons with 
their latent needs in sterling, in plate, in watches and 
other kindred lines. 

Emphasis will be placed only on connections with the 
finest concerns which produce goods of the better grades. 
Our post-war plans call for us to excel in merchandise 
and service in our community. 

When the first suggested plans for the physical re- 

(Please turn to page 158) 


Sectionalized windows permit the grouping of related merchandise. 
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Believing that his regular eustomers, on whom his 
business future will depend after the war, should 
have first choice of merchandise, this jeweler 
rations his sale of new stock between shipments. 


|. GATTEGNO 


Sheldon Jewelry Co. 


El Paso, Texas 


HE Sheldon Jewelry Co. in El Paso, Texas, is 
solving wartime merchandising problems by follow- 
ing a policy of strict rationing, according to I. Gattegno, 
the proprietor. 

“That,” he says “is the only way to stay in business 
these days. If we hadn’t adhered to that idea, our entire 
stock would have been sold out long before Christmas,” 

Mr. Gattegno stresses two factors that he believes are 
essential to the successful operation of a wartime busi- 
ness. The-first is to maintain the quality standard of 
the store’s merchandise; the second is the careful con- 
sideration of what he calls the “bread and butter” cus- 
tomer. What Mr. Gattegno defines as the “bread and 
butter” customer is the person who has been dealing at 
his store for years and therefore is entitled, he believes, 
to get first choice of whatever merchandise is available. 
He’s the customer, Mr. Gattegno explains, on whom the 
store will have to depend when the war is over. 

Rationing is handled on this basis: On the day a ship- 
ment of merchandise arrives, Mr. Gattegno tries to esti- 
mate when the next shipment will come in. He then 
divides the shipment into as many parts as there are 
weeks in his estimate, and puts out only one week’s sup- 
ply at the beginning of each week. The rest of the stock 
is hidden in the vault not only from the customer but 
also from his employees, and the vault is sealed. Mr. 
Gattegno alone has access to that hidden stock. The sup- 
ply on display is usually gobbled up in a few days, after 
which customers seeking that item are put on a waiting 
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Rations His Stock, But Not His Time 


planning of the store’s window displays, which us 








list. The first goes at the top of the list and so on. The 
following week, when the next batch of the item is place 
on sale, his clerks telephone the people on the list 1 
come down to the store for their merchandise. 
‘Despite the fact of being almost constantly over 
Sheldon’s is following a policy of consistent advertisi 
Quality is the theme emphasized in all the ads, w 
seek to strengthen the friendship of the “bread and but 
ter” customer and build for post-war trade. : 
“The jewelry business has no competition today,” 
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Mr. Gattegno explains. “Normally our greatest com 
petitors are the automobile, the washing machine, the 
radio and similar merchandise. Such merchandise is not 
on the market today; hence no competition. But th 
will be another day, and we are preparing for that ot 
day.” 

A great deal of thought and care also goes into 








include motion as an eye catcher. This motion may 
sist of a small automatic puppet show during which 
bridegroom places the ring on his bride’s finger; 
drum majorette strutting her stuff in front of a ba 
music; or puppet workmen forging a giant wedding 
Sheldon’s has consistently followed the policy of m 
in window displays for 25 years. 

Business today is booming. For example, the 
sold more men’s diamond rings in 1944 than in the 
vious 10 years combined, and more men’s wedding 
in 1944 than in all the preceding years. 
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“Men’s wedding rings are more popular than ever,” 
said Mr. Gattegno. “Of course, Cupid has been on a war- 
time rampage, but I believe that the double ring cere- 
mony is more common now than the single ring ceremony. 
Also many women who have been married for some time 
are now buying wedding rings for their husbands in ser- 
yice, and mailing them.” 

An idea which Sheldon’s has developed and used to 
good advantage, especially during the holiday season, to 
stretch their supply of merchandise, was the use of gift 
certificates. Thus, when somebody wanted to buy silver- 
ware for a bride, he would purchase, for example, a 
$250 gift certificate, which specifically called for silver- 
ware. 

Engraved in green and black in the style of a stock 
certificate or bond the gift certificate told the recipient 
such and such a person had purchased a $250 set of 
silverware for her and that if she would call at the store 
and select the pattern, delivery would be made as soon 
as possible. Sheldon’s sold thousands of dollars worth of 
these gift certificates and is still selling them to good 
advantage for birthdays, anniversaries, and other gift 
occasions. 

And what about the watch repair business? 

There was the fly in the ointment in these lush days; 
that was the headache in the jewelry business. 

In the first place, it is extremely difficult to get watch 
parts, but the parts are only a small part of the trouble; 
getting and holding skilled help is the big headache. A 
$35 a week watchmaker now earns $100, and he still is 
hard to get. 


Sheldon's used the gift certificate idea to good advantage to stretch their supply of merchandise. 
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Mr. Gattegno is trying to solve that problem with a 
bid for wounded veterans who are now being trained as 
watchmakers in the various training and rehabilitation 
programs. The store has asked for six such watchmak- 
ers; expects to get three. 

One of the things to which Mr. Gattegno attributes 
much of his success is the personal relationship he has 
built up with his customers. He is the type of salesman 
that the customer will ask for on his second trip to the 
store. He rations his stock, but not his time. The cus- 
tomer always “has the floor.” He doesn’t do as much 
selling now, as he did, but now and then he still goes 
behind the counter. All of his salespeople have been 
with him a long time, and they too, make a point of per- 
sonalized service. 

How did he happen to settle in El Paso? He had 
decided to give up his business in New York and was 
headed for the West Coast. 
His train pulled through El Paso on the day that Pancho 
Villa attacked Juarez, Mexican. border métropolis op- 
posite El Paso. Bullets were flying, refugees jammed 
El Paso and Gattegno decided to “watch the fun.” 

The Mexicans, however, were not the only ones that 
were doing the shooting. A jeweler in downtown El] Paso, 
shot his watchmaker during a row. Texas justice was a 
little swifter in those days. The court sentenced the 
jeweler to the penitentiary, and the wife offered the 
store for sale just as Mr. Gattegno was ready to board 
the train for the West Coast. 

Gattegno decided to stay and bought the store. That 
was 31 years ago. He has been in E] Paso ever since. 








That was 31 years ago. - 
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Free Service 


For Service Men 


Kurtz-Jewelers, Upper 
Pa., engraves_ service 
names and date of citation 
> on war medals and decorations. f 


o and Whaleheartedly 
, ars Y and no Oblization is 
oe aes ttle way of Saying “Th, 
ee e sacrifices made by = 
n 
and woman in the Allied ann = 
! Services, 


2 MARKET STRE 
Open Aon., 


69221, JE WEL F R S 


Wed., br, S S, 
Also 2801 Cirard Avenue 


Phula. 
Bo . 
ULEVARD 4071 


Symon Bros., Denver, Colo., offers to 
identify souvenir gems and stones sent 
home by service men from abroad, 
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SAVING DOUGH FOR G. I. JOE 


‘BRAUN’S WILL 
REPAIR WATCHES 


FOR ANY BALTIMORE SERVICE MAN OR 
SERVICE WOMAN NOW STATIONED OVERS! 





"Absolutely 


FREE! 


‘A watch is an important : 

fighting man's equipment. And it mag 

be accurate and dependable. If 

help to keep these watches ticking. wy 

will be only too happy to offer our en 
pert watch repairing facilities : 
cost or obligation. 


HERE ARE‘THE FEW 
SIMPLE INSTRUCTIONS; 
(1) Write to your serviee man or 


(Army or Navy), telling them of 
offer. Or better still, send them rt 


(2) The ware must be sent to as inet ig! 
the overseas serviceman. 7 
(4) Some types of service watebes arp unrepatrable, Others may be in such condition (3) The watch must be accompanied: by the 
that it does sot justify repairing them. If any of these are forwarded, they will, of sender's full name, serial number, and the 
course, be returned to the persons calling for them with an explanation why we 
did not repair them. For the time being, we must limit this offer to the FIRST 
© ONE THOUSAND WATCHES reorived 


Since we know how badly the service man needs his watch, we'll make every 
eltort to have it: ready in 2 weeks alter it has been received at our store! 


EBERRAUN'S sis-00 yaar 














Braun's, Baltimore, Md., offers free watch repair 
local service men and women who are now o 


A good-will gesture now, but with — 


a practical look at the future. 


AY appreciation of the sacrifices being made by) 
vice men and women fighting on the many 
throughout the world is shown’by the good will gest 
on the part of three jewelers that came to our attemt 
recently and which we felt were worth passing on. — 
Each jeweler is located in a different part of the cot 
try but each offers the men and women in uniform 
service free of charge and without obligations. As 
firm puts it, “Just a way of saying “Thank You’ for 
sacrifices made by each. and every man and wom n 
the Allied services.” ; 
There are very probably other jewelers through 
the country who are doing something along these a 
lines but the idea is worth passing on, not alone for 
gesture involved but for the good will incurred as W 
not only among the men and women in service but 
among their families and friends in town. : 
Take the case of Braun’s, 538-40 N. Gay 5& 
Baltimore Md., who recently offered in a large m 
paper ad to repair the watches of any local service! 
or women now stationed overseas, free of charge. 
“A watch is an important accessory to a fighting o 
equipment,” they stated in their announcement, “all 
must be accurate and dependable. If we can help to 
(Please turn to page 164) . 
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THE LONGINES SYMPHONETTE, MISHEL PIASTRO CONDUCTOR A) be 
FEATURED ON THE WORLD'S MOST HONORED MUSIC RADIO PROGRAMS « "ae | 
SEE YOUR NEWSPAPER FOR STATION AND TIME | ah \ . 





Full page advertisement appearing in the magazines during April and May 


OR APRIL, 1945 
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An assortment of various sizes and shapes of display blocks, shown 
left, lend themselves to numerous arrangements for the display of 


Plywood Fixtures Facilitate Displays 


These versatile fixtures are easy to make and provide the 
basis for a wide range of window display backgrounds. 


INDOW displays, always a current problem for 

the retail jeweler who originates his own, can 
be considerably facilitated by the creation of movable 
display fixtures which, through their adaptability, allow 
him a wide range of possibilities. 

Even in normal times, impulse buying accounts for a 
large proportion of sales and in these days of merchan- 
dise shortages and plentiful money, it is more in evidence 
than ever before. It is this type of buying that depends 
for the most part on “selling” window displays. 

To keep your windows selling, they cannot be allowed 
to go stale, and periodic changeovers call for initiative 
and ingenuity. Anything that facilitates this job is 
therefore a boon to the retailer. 

The Douglas Fir Plywood Association, Tacoma, 
Wash., has recently produced a new booklet, the third in 
a series, containing 20 pages of practical display fixture 
suggestions that can be easily constructed of plywood 
by anyone who can use a hammer and saw with any 
small amount of skill. Not all of the many illustrations 
can be applied to the display of jewelry but those shown 
here are picked for their adaptability to this specialized 
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field that calls for something a little extra in the way of 
background. (Please turn to page 168) 
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Display discs cut from plywood are especially good for low 
wias and displays of small, self-contained merchandise. 
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Ft Cegars, Ge; leo Fapoeo- 


On a recent coast-to-coast broadcast, the veteran crew 
of a B-29 Superfortress was offered, by the program 
sponsor, a wide choice of gifts. Every man selected a 
RONSON LIGHTER! 


Such overwhelming demand for RONSONS is dupli- 
cated on every front. In frozen fields and in sweltering 
jungles, RONSONS are important, not only for 
“smokes”, but to set off demolitions and to light flares 
and fires. 


Weare proud of the high regard for RONSONS among 
servicemen and are exerting every effort to meet their 
huge requirements through outlets authorized by Gov- 
ernment authorities. 


POSTWAR. RONSON’s popularity among servicemen 
and the prolonged unavailability of RONSON Lighters on 
the home front are building a tremendous postwar market 
for RONSON dealers. No effort is being spared to be ready 
with beautiful new RONSON products and designs to en- 
able you to achieve many times the RONSON volume of 
pre-war years. Meanwhile, RONSON’s current uninter- 
rupted national advertising is constantly reminding millions 
of civilians of RONSON leadership. 


Art Metal Works, Inc., Newark 2, N. J. 
"Wade Mark Registered 


PRESS.. IT’S LIT 





RELEASE... IT’S OUT 


The Overwhelming Choice of Fighting Men . . . 




















REGARDING 


RONSON 


LIGHTER ACCESSORIES 


Consistent with existing wartime conditions, 
and the tremendous military and civilian 
demand, we are exerting every effort in the 
production of Ronson Accessories to keep 
owners of ail types of lighters supplied, as 
far as possible. We appreciate your patience 
and understanding with reference to ship- 
ments. Rest assured, we are extending every 





cooperation possible, and urge that you, in . 


turn, allocate your stocks sparingly whereby 
the largest number of lighter owners may 
be served. 








MAKE YOUR DOLLARS FIGHT x x * BUY WAR BONDS 
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ATURE has been extremely considerate of man’s 
needs and desires in its arrangement of the world 
on which he lives. Water is a simple example, if it acted 
like most substances and contracted upon solidification, 
instead of expanding, the world would be a pretty inhos- 
pitable place. A less critical but still important sub- 
stance is gold, of which Nature has so far supplied 
enough for man’s monetary systems, and arranged it so 
that each time a great credit expansion became neces- 
sary, new gold fields developed to increase proportion- 
ately the world’s supply. April’s (jewelers-selected) 
birthstone, diamond, though until very recently consid- 
ered exclusively a luxury, is another example of Nature’s 
careful arrangements. For the diamond possesses many 
properties which make it unique among gem stones and 
especially adapt it for the uses to which it has been put, 
while, at the same time, enough are available to supply 
any normal demand. 
Diamonds are not among the most ancient of gem 
stones, and even after they were recognized as distinct 
and unusual substances, they were not appreciated as 
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Diamonds play an indispensable role during wartime and these 
rough industrial stones seen here will be used to produce the tools 
for war. None of them are of sufficient quality to eut into gems 
such as the beautiful emerald and brilliant cuts shown in the insets. 


The Birthstone for April 





by FREDERICK H. POUGH, Ph.D. 


Curator of Geology and Mineralogy 
American Museum of Natural History 
Gem Consultant for JC-K. 


they are today, nor indeed, as were other ancient gems 
The very factor which makes them most unusual, their 
unequalled hardness, militated against their apprecit 
tion by primitive peoples who could roughly shape aml 
polish the softer, colored gems. Not until some genitl 
thought of using another diamond to do the work of cat 
ting a diamond—something which no other abrasive could 
do—was it possible to smooth and polish the rounded and 
pitted surfaces which so many of the natural crystal 
have when they are found. According to some, the dit 
coverer of the idea of using a diamond to cut a diamond 
was Louis de Bequem, who polished stones in 147. 
Others think it was some older and unknown lapidaty 
whose initial step was furthered by the man who ge 
the credit. Polishing at first was merely a smoothing of 
(Please turn to page 170) 
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A cherished symbol 











Droit the years, the diamond engage- 
ment ring becomes an ever more precious 


possession . . . because it is the symbol of 





ms, love and marriage. That is why the greatly 
rr expanded national advertising campaign 
p working in your interests and reaching a 
eat circulation of 138,906,257 highlights the 
. diamond in this important role. De Beers 
tals Consolidated Mines, Ltd., and Associated 
7 Companies: 
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gre introduction is necessary to the birthstone for April. The story of diamonds is his- 
tory and their appreciation down through the ages has never dimmed. Today, their role 
of beauty is supplemented by their important part in tooling the machines of war, a role so im 
portant that it can mean the difference between victory and defeat. 

These designs by Sol Kaufman, well known jewelry stylist, at 562 Fifth Avenue, New 
York, are his interpretations of the modern, fine craftsmanship of such houses as Cartier’s, Van 
Cleef & Arpels, and Rubel. Brilliant, marquise and emerald cut diamonds are complemented 
by the flowing and graceful designs of palladium and gold. * 
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TAURUS—THE BULL 
The sign of the Zodiac for April. 
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Since the beginning of time Diamonds have been the jewel of 






Queens and the queen of Jewels,—the birthstone for April and the 
favorite of all men and women of fashion. At Stone Headquarters, 
you will always find a representative collection of 


Diamonds and all precious and semi-precious stones. 
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610 Fifth Avenue — New York 20, N. Y. pany 2S a= fre ZINN 
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Moving isn't such a stupendous undertaking if you do a little preliminary ple 


Blueprint Your Move! 


Thinking of moving to a new location? You ean facilitate the job a 


great deal by sitting down and planning out the work beforehand. 


LREADY there are hundreds of jewelers viewing 
their present establishments as too small or too 
inconvenient for the big business they are planning in 
post-war. They plan to move. But the very thought of 
the task involved is almost enough to keep them where 
they are. Yet, moving can be done simply, effectively, 
and without benefit of mirrors—if a good jeweler knows 
the tricks. Here are some of them. 

1. After you have selected your new location, signed 
the lease, or bought the place, sit down to do some in- 
tensive planning. Plan just what you are going to do. 
Line up on paper as many of the predictable moving 
problems as you can. Think, work out the various steps 
involved in moving your business from its present loca- 
tion to its new one. In other words, solve problems be- 
fore they arise. 

2. Map out your new layout on paper. For best re- 


sults, take actual measurements—both in the new estab- | 


lishment, and your present furniture and fixtures—and 
draw to scale the way the new layout will look. Allow 
for adequate floor space, traffic, entranceways, etc. 

3. Get rid of all excess baggage that should have 
been thrown out long ago. Clean your files of those 
antiquated reports and papers. Get rid of all possible 
slow stock. If there is enough of it, hold a pre-moving 
sale. This will not only help you get rid of some of 
your stock but will also tend to call attention to your 
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by LESLIE LINCOLN 


new location. Get rid of all ancient and unusa 
fixtures. 
4. The day before you move, schedule on paper 
step by step procedure for the actual moving proces 
If possible, call a council of executives and employe 
so that nothing will be left out of the plan, and each st 
will fall in correct order. Use this plan when you mo 
following it to the best of your ability. It is your bil 
print for successful moving. q 
5. Try to effect the move during a time when busi 
is slack. many find it convenient to move over the 
end. The individual situation should determine the ti 


_of moving, however. Strive to move so that as little bu 


ness as possible will be lost. Also, try to move wi 
confusion, traffic, etc., are at a minimum. 

6. Have plenty of help when you move, but not% 
much. An excess of “labor” in such an instance 
more of a hindrance than a help. Plan in advance 
adequate personnel. 

7. Your position when moving will be pretty m 
supervisory. In this capacity, you will want to $ 
moving day at the old location. When things have stat 
rolling, leave the old location (in the hands of a com 

(Please turn to page 200) 
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--266CT BEAUTY IS NOT BORN...IT’S MAD: 








+. * @ @ oe 











The perfect beauty of the Grecian Urn of Keats’ cele- 
brated ode, was not a spontaneous creation. It was 
the product of years of patient, skilled craftsmanship. 


The perfect beauty of CIRCLE OF LIGHT diamonds 
too, is the result of years of painstaking effort. Now 








the Guild of American Diamond Cutters have 


achieved a continuous circular facet, to replace 


the dull girdle, to add new light, new radiance, 
new beauty and larger size appearance to CIRCLE 
OF LIGHT Diamonds thus proving: Perfect Beauty 


isnot born. . . it’s made. 


BUY WAR BONDS WOU UU 


THE GUILD OF AMERICAN DIAMONTD CUTTERS 
an affiliate of 


BAUMGOLD BROS., INC. 


G2 WEST i7tieeeeeee?. NEW YORK CITY. N.Y 








Melee Plant: 405 East 45th Street, N.Y. C Los Angeles Office: 220 West Sth Street 


ba ea ts OFHER AFFILIATE: Diamond Tool Research Co — Quarts Products CG ot New ¥ 
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. “Life Begins at 40” 
For This Memphis Firm 


By keeping pace with the city’s changing 
business area, this retail jeweler has shown a 


200 per cent sales gain in the last ten years 


aricent, 
wun f 





HAT much used phrase, “Life begins at forty,” is 

directly applicable to the business life of the Medni- 
kow Jewelry Co., 5 South Main Street, Memphis, Tenn. 
On February 25th, the firm celebrated its fiftieth anni- 
versary and the owner of the business, John H. Medni- 
kow, reports a 200 per cent increase in business volume 
during the last 10 years ofthe fifty. This sizable in- 
crease in business* seemed iqworth looking into, so Mr. 
Mednikow was asked to. tel his story. 

Actually, only 25 of ‘the 50 years of the business life 
of the firm has been spent in Memphis. The company 
first opened for business in February 25, 1895, in Mil- 
waukee, Wis., later moving to Oklahoma City, Okla., 
and then, 25 years ago, to Memphis. 

There have been four locations in Memphis, each move 
being to a larger and more advantageous business site. 
The first location was at Second and Monroe, the second 
building was on the site of the present Loew’s Palace 
Theater, the third was at 83 South Second Street, and 
then to the present location at 5 South Main Street, near 
the heart of the Memphis business district. A study of 
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The store divides its ad. 
vertising between a newe 
paper with large Tri-State 
circulation and an evening 
paper for coverage in city, 


most of the city’s successful firms will show the same 
shifting with the changing business tides in this, one 
of the nation’s rapidly growing cities. During this period 
of shifting, cautious business men held down their i 
vestments in property until they were sure of a good 
location. 
Mr. Mednikow attributes his recent increase in busi- 
ness volume to be in part, the move to the new location, 
Four years ago, or just prior to the beginning of the wat 
and the restrictions on building material, the present 
store was remodelled and modernized in every particulat_ 
This included the installation of indirect lighting, t¢ § 
cessed wall displays, air-conditioning, and new kind 0) 
open type counter displays and fixtures. The store wa 
completely departmentalized and the entire credit and 
accounting systems and office procedure was “streair 
lined.” 4 
“Our store today is one of the finest, not only 
(Please turn to page 162) 
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Some Interesting Facts About 
STAR SAPPHIRES 





AMERICA’S MOST POPULAR COLORED STONES 


Perfection 


The flaws in STAR SAPPHIRES are 
Nature’s guarantee of a real stone! They 
are patterns made over a period of 
hundreds of years, and are rarely absent 
from any colored stone. Don’t look for 


perfection in colored stones as you do in 


diamonds! In STAR SAPPHIRES, 
the star’s the thing! 


Coloring 


Grey material shows off the star 
most clearly. The bluer the stone, 
the less prominent the star. Blue 
STAR SAPPHIRES with good stars are 
uncommon, and expensive. In buying 
and selling STAR SAPPHIRES, the 
star’s the thing! 


Variety 


STAR SAPPHIRES are found in all 
sorts of shapes and shades. Their in- 
dividuality makes them so interesting and 
desirable. They can’t be matched as 
diamonds are matched — each like its 
neighbor. They are often blended, but 
rarely matched! 


Poyaularity 


Do you know that more men wear 
STAR SAPPHIRE rings than any other 
stone rings?) Or that more engagement 
rings are bought containing STAR 
SAPPHIRES than any other stones 
except diamonds? 


We carry the Largest Stock Ever Assembled of 
STAR SAPPHIRES 
In Single Stones and Lots, 
Also in Rings for Ladies and Gentlemen 


Karold Cohen 


IN THE BRITISH BUILDING OF ROCKEFELLER CENTER 


620 FIFTH AVENUE, NEW YORK 20, N. Y. 
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Cutting Industry—A War Casualty? 





Lin &, Y, X\ 
aN nN 


+” 


BELGIUM 





~cummers bach 
COLOGNE 


* GERMANY 


and Godesb 
d Godesber 
= 3 


REMAGEN 
e Linz 


Idar-Oberstein is located 
in the only remaining part | 
of Germany still held by 
them west of the Rhine. 
If the Germans persist in ~ 
trying to hold out, this — 
town, like so many before 
it, will be obliterated, 








Since}the|days of the Roman rule of ‘the Rhineland, Idar-Oberstein 
has beenjthe world cutting center of semi-precious stones. Today. 
the war threatens this century-old industry with extinction. 


HE front pages of the newspapers, as this is being 

written, are headlining the story of the dash by 
Patton’s 8rd Army across the Rhineland from Trier to 
Coblenz, sixty miles to the northwest along the northern 
bank of the Moselle River. 

Some twenty miles to the south of that stream, which, 
up to the time this was written, the American forces had 
not crossed, lies the little town of Idar-Oberstein, still 
untouched by the war’s devastation. It lies on the Nahe 
River about midway between the German border and the 
Rhine. To the average American, Idar-Oberstein is just 
another name on the map— just one more of those 
“inhabited localities” which are being swept up by the 
rolling tides of the Allied Armies. But to jewelers and 
gem-cutters all over the world this busy little city is — 
or was — the world’s greatest supplier of semi-precious 
stones. 
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If the Nazi army elects to make one of its desperate” 
defensive stands here, Idar-Oberstein will soon be only 
one more heap of rubble and the industry that supplied 
the world with its popular priced jewelry stones will 
have vanished. 

Ever since ancient Rome ruled the region of the 
Rhineland, this busy little community has been cutting) 
and polishing for the jewelers of the western world. The 
art grew up around the agates that were found in that 
locality, and found a market all over the world. As the 
supply of local material dwindled and finally became 
exhausted, the city sent forth its younger sons to all 
parts of the world to send home rough gem material. 
Idar gems of a thousand varieties were sawed, ct 
drilled, polished, and engraved in a thousand different 
ways and sold throughout the world to a jewelry loving 

(Pléase turn to page 177) 
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Antiques Show 
Aceents Demand For Old Jewelry 


Many and unusual were the timepieces on exhibition at the show such 
as this collection of rare and decorative watches and watch chains. 


‘Heirloom’? jewelry important featare of recent National Antiques Show 


ITH the demand for old jewelry more than ever 
in the fore, the National Antiques Show held 
recently at Madison Square Garden presented a unique 
exhibition of rare and royal jewels, along with an exten- 
sive collection of furniture and china. From the pieces 
displayed, jewelers may be able to get some helpful tips 
as to the kinds of antique items currently in best demand. 
In booths arranged for individual dealers, jewelry 
pieces included watches, earrings, bracelets, pins, rings 
and many chatelaine combinations as well. A prepon- 
derance of gold rather than silver was noted, and the 
use of enamel with gold was displayed by many of the 
dealers. 

Few necklaces were featured, although an early 19th 
Century set was shown in its original box. Owned by 
Berry-Hill, of 1 East 57th St., New York, garnets with 
pearls and rose diamonds, form the exquisite decoration 
of a narrow flexible gold necklace. This has a bracelet 
to match. 

The same dealers also displayed a Swiss beetle fob 
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by JUDITH DIAMOND 


watch, from about 1880, of green enamel and gold. 
beetle’s wings spring open to disclose the watch dial. © 

Particularly rare were the tiny banjo watches show 
by Norman of London, of 573 Madison Ave., New Yor 


- Melon-shaped, and about an inch in diameter, this gre 


of enameled watches are from the 18th Century. 

In the extensive collection of Eleanor of 1341 Six 
Ave., New York, two unique treasures were displayé 
including a blue enamel.and gold chatelaine watch, f 
puted to have belonged to the daughter of the Czar 
ander I of Russia. Three miniature suitcases linked ¥é 
tically to form a fob are each hand carved of a Sol 
block of gold. The lowest of the three contains | 
watch. q 

An elaborate chatelaine pin watch, made for the 

(Please turn to page 180) 
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One glance at a Fine’s 102-Facet of which appear above and below 


Diamond proves the extraordi- the girdle) creates an extreme 
brilliance. 





nary beauty of these gems. : : Beg 
Here is a diamond-cutting devel- 


The tremendous interplay of opment not likely to be matched 
light among their 102 facets (all in importance for years! 


Established 1890 


MAX FINE & SONS. ine. 


Cutters of ‘Fine-Made’ Diamonds 


20 West 47th St. New York 19, N. Y. 
Chicage Office: 29 E. Madison St. 


* Patent applied for 
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PUBLICITY BOARD RE-VITALIZED 
(From page 181) 


helpful to silverware as to diamonds and as beneficial t 
watches as to costume jewelry. 


TIME TO BEGIN STUDY NOW 


But such a program cannot be developed withoy 
study, he concluded, and it must be developed soon oy 
other industries equally eager for the consumer’s dollar 
will have beaten jewelers to the punch. The time tp 
start the job is now. 

At the conclusion of his talk, and after answering 
questions from the floor, Mr. Darr withdrew from the 
meeting to permit unhampered discussion. That discus- 
sion, however, resolved itself into a striking unanimity 
of opinion. Without a dissenting voice, those present 
agreed that such a program is needed, and pledged their 
cooperation in carrying it out. 

To carry on a major publicity effort on the scale con- 
templated in the new program a much larger amount 
than has been collected so far will be needed. To aid 
both in raising this money and in directing the carrying 
out of the program, the chairman was instructed at the 
annual meeting to appoint a “steering committee” from 
the industry of whatever number was deemed necessary 
for the purpose. 


EACH GROUP SUBMITS OWN NOMINATIONS 


Because the whole campaign must be a united effort 
by every part of the industry, and in which the individ- 
ual interests of every segment of it will be recognized, it 
is essential that every section of the trade be properly 
and adequately represented on this steering committee, 
Mr. Schwab, therefore, asked that each group—retail- 
ers, both cash and credit, wholesalers, watch importers, 
silversmiths, American watch companies, diamond and 
stone dealers, and manufacturers of each class of 
jewelry—submit its own nominations for its membership — 
on the committee. These are now being received, and the 
membership of the committee will be announced shortly. 

The Steering Committee, or a sub-committee of it, will 
then select the organization to conduct the survey, aid in 
formulating the program to be developed from its find- 


| ings, and with local sub-committees undertake to raise 


the necessary finances for the campaign. 





DISPLAYS CALL FOR ORDERLY GROUPINGS 
(From page 188) 


is the selection’ of the various display pads and holders” 
which are used, such as ring pads and boxes, watch boxes, 
brooch and bracelet pads and so forth. These should be 
extremely simple in design so that they serve as a set 
ting without drawing attention to themselves. Such pads 
and fixtures should not only be just large enough to sup 
port the piece, but they should be sufficiently large 
show it to advantage. 

The accompanying illustrations show contrasting ” 
“right and wrong” arrangements of various groups of 
merchandise. : 
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More and more retailers are 
i turning to Beautycrest — the comprehensive line of Solitaires, Matched Sets 
s, and Diamond Wedding Rings that are backed by our 40 year reputation for 
: sound and salable merchandise. Get on the Beautycrest brand-wagon yourself and 
ds feature the rings that bring volume sales 
é and increased store prestige! J J . CCHMUKLER ‘ SON 


| SERVING THE JEWELRY TRADE FOR OVER 40 YEARS 


| Diamond Feings Beaubycrest Jowelty 


ROCKEFELLER CENTER, 630 FIFTH AVE., NEW YORK 20, N.Y. 
Dishibulors of AMERICAN WATCHES + SILVERWARE » CLOCKS + JEWELRY + ELECTRICAL APPLIANCES 
my Ye Ape, 19450 157 
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PLANNING FOR TOMORROW—TODAY 
(From page 187) 


modeling of our store were presented, we made it a point 
to study designs of various other good jewelry stores 
elsewhere, and to choose a set of plans that would be 
neither stereotyped nor too radical a departure. What 
we wanted was something which would interpret the 
modern progressive trend in American life. 

Everything in the physical aspect of the store was 
planned to move in a new direction of attractively dis- 
played goods which would enable the consumer to better 


judge the desirability of the things on-.display...This—— 


type of store will reflect the modern thinking of the 
management and will appeal to both the old residents 
and to the newcomers, as both are subject to the same 
train of thought. 

Brightness and cheerfulness of the interior and ex- 
terior came in for first consideration in planning the 
remodeling job. Nothing of a sensational nature was 
considered. Lighting is through an even flow of fluores- 
cent lights, all over the store. All wood work in the 
show cases and interior fittings in bird’s eye maple. Indi- 
vidual lighting behind the wall cases gives the entire 
store a soft diffused daylight glow. 

As will be seen from the accompanying photographs, 
the store is completely departmentized with special sec- 
tions for silverware, diamonds and diamond jewelry, 
clocks, watches and appliances. Additional space is 
available for such other large appliances as may be 
available from time to time. 


importers und Cutters of Precious and Semi-Precious Stones 


48 WEST gst STREET 


Displays, too, are departmentized. There are 
individual and separate sections in the street show 
dows. Inside the store, every inch was utilized for 
purpose of showing as much merchandise as consistey & 
without making the store junky or cluttered up. They 
are 15 individual wall cases, seven standard size flog 
eases and eight small counters. All these permit many 
individualized showings of related merchandise. Such 
system enables the customer to see a complete agsson 
ment of items and so makes his problem of selection jug 
that much easier. Again, many a patron will see som 
displayed item which may not be the one that originally 
brought him into the store, but suits him even better anj 
so makes it easier to close the sale. : 

In my opinion, the jeweler who hopes to be successfyj # 
after the war must strive as never before to render the: 
best possible service to his patrons. Certainly he wit) 
not indulge in over selling, remembering that if a cup 
tomer is sold according to his means, that customer wil} 
continue to be a good asset, and that continuing good. 
assets are even more important than today’s or thi 
week’s immediate volume. 


Nearly every store today is handicapped by the sale 
force set-up, which has been by wartime problems of 
personnel. One of the most important things we mus 
do is to work for a better trained selling organization— 
not for the purpose of selling today more of the goods: 
which are already too scarce, but to give better service 
to our communities. : 
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From An Actual Photograph 


Certainly you can see this brilliance! Why? Because it’s there . . . right smack 
in front of you! You don’t need a trained eye or superior eyesight to see it. 
Magic Circle diamonds are more brilliant because the continuous polished facet 
around the girdle makes it more brilliant. That’s why our photographer said 
“Certainly you can see THIS brilliance’ and shot this remarkable photo in 10 
minutes flat! 


You, too, can see for yourself by writing TODAY for a memorandum selection 
of Magic Circle diamonds! 


<—4 propuct oF . hr 
THE RUDOLPH \/)eue23@“COMPANY 


CLEVELAND 15, OHIO 











GETTING THE COLLEGE GIRL'S INTEREST 


A clever goodwill advertising project was put on by 
the Walter Thomas Jewelry Company in Milledgeville, 
Georgia, this spring, in a silver show. Mr. Thomas, 
whose store features what has been often called the most 
beautiful show window in Milledgeville, has cooperated 
with the college in various ways that have been appre- 
ciated by the students. For instance, his store fur- 
nished the jewelry to go with the early nineteenth cen- 
tury costumes in “Quality Street,” a Barrie play pre- 
sented by the GSCW Theater in early spring. 

The Silver Show was a display of gleaming silver 
sponsored by the Omicron Pi Kappa, home economics 
fraternity at the college, and put on in the Beeson 
Reading Room of the library. 

The girls had an opportunity to see the loveliest pat- 
terns in silver, to hear talks on how to choose patterns 
and plan china and crystal to go with it. These were 
very educational, and others, in addition to the home 
economics students, came to the lectures. 

The display was there for three days, and it was a 
thing of beauty. The rare old museum pieces, silver 
that Paul Revere and Benvenuto Cellini might have 
looked upon with interest, vied in attraction with the 
exquisite modern flatware that many of the girls were 
looking forward to possessing when their sweethearts 
returned from the war. 

The whole enterprise was done with dignity and 
charm, and gave the girls a feeling that silver is one of 
the treasures which add to quiet, gracious living. 


Beautiful flower arrangements, handsome old lage 
cloths, the perfection of Empress jonquils and Soy 
camellias, all gave background and beauty to the shoy 
ing. 

This may be also tied up with library displays gf 
books on entertaining, homemaking, biographies of sik 
versmiths, and other volumes that would be of espeai 
interest to those who are enchanted by the beauty of ¢ 
ver. ; 


RIGHT ANSWER BRINGS IN CUSTOMERS 
(From page 185) 


Originally the studio called only numbers selected) 
random from the listings of the Sharon phone direetg 
in which are included half-a-dozen smaller towns 
both sides of the Ohio-Pennsylvania boundary, Lis 
throughout the territory reached by Station WPIC ¢ 
into the Saks store and raised the question of havi 
subscribers called in their own cdmmunities, so § 
routine was changed. Now the studio calls not only; 
the exchanges in the local book but also reaches out 
Greenville, Mercer and Grove City telephone syste 


_ which means a radius of about twenty miles. 


The Saks Telequiz uses one of the best quarter-he 
on the WPIC clock-face, and it is secured on annij 
contract. There is every indication that it will contim 
The program’s theme of recorded music is the tum 
GOOD NEWS, and Mr. Saks says the title fits like 
glove. He opened the store as a eredit jewelry bus 
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Cie diamond set in our jewelry is cut in our own 


modern Cutting ackory 


Specialists in the cutting of Square and Emerald Cut Diamonds 


Established in New York City since 1914 


H. ee BLIITS 


Diamond Cutters 
64 WEST 48th STREET NEW YORK 19, N.Y 











’ 
ness in March of 1944, and feels well satisfied by the 
results traceable to including the Telequiz in his adver- 
tising budget about six months later. 
“It is a kind of community game to ‘Say Saks’ now,” 
he reports, “and I think that amounts to practically 
permanent advertising.” . 
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"LIFE BEGINS AT 40" FOR MEMPHIS FIRM 
(From page 150) 


Memphis, but outstanding for its size in the entire 
South,” declares the owner proudly and. confidently. 

Another reason for the 200 per cent increase in busi- 
ness, according to Mr. Mednikow, was a change in policy 
which eliminated almost entirely a former wholesale busi- 
ness, thereby diverting all his resources and activities to 
retailing. This change made it possible to install a com- 
plete optical department which has played its part in 
the sales increase. At the same time, the watch repair 
department was enlarged and modernly equipped. 

The owner has very definite postwar plans and will 
enlarge the store’s sales space as soon as possible to 
make room for departments handling radios and house- 
hold appliances of certain types. 

“When the war ends,” believes Mr. Mednikow, “there 
cannot be too many retail outlets for the things that cus- 
tomers want and have been unable to get for so long. 
We are studying these lines now and intend to get in on 
the ground floor.. Some lines may be profitable only until 
the great rush to supply deficiencies is over, but there 





U 


will be others that will be permanently established in th, 
store.” 

Mednikow’s signature line carries the phrase, “Th, 
store that confidence built.” The owner has always 
backed up this statement at whatever the cost and be 
lieves that the jeweler’s first and greatest asset ig th. 
unlimited confidence of his customers. He points to, 
long list of customers who have been trading with th 
store ever since the business was moved to Memphis , 
quarter of a century ago. 

The sales and office staff have not been seriously af. 
fected by the war. W. T. Reiss, credit man and stom 
manager, has been with the firm about ten years, and 
J. S, Cardwell, manager of the diamond section, has beep 
with Mr. Mednikow for about nine years. Miss Davis, 
assistant to the credit manager and cashier, has bee 
with the firm a number of years and Mrs. Hall came with 
the firm when the store was remodeled to be manager of 
the optical department. Mr. and Mrs. John Chambers, 
in the sales department, are well known to jewelry buy- 
ers of Memphis. Mr. Mednikow’s brother, Jack, was in | 
the firm as store manager until his death in 1934, | 

Mednikow’s is a constant and liberal user of both | 
newspaper and radio advertising, using both the Com- 
mercial Appeal, with its large tri-state circulation, and 
the evening Press-Scimitar for coverage within the city, 

The radio advertising consists largely of “spot” an- 
nouncements. Recently Mulford Jewelry Co. and A 
Graves & Stuewer joined with other Memphis firms spon- 
soring news programs over Station WMPC in eliminat- 
ing the “middle” commercial in daily newscasts, 
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FREE SERVICE FOR SERVICE MEN 
(From page 140) 


these watches ticking, we will be only too happy to offer 
our expert watch repairing facilities without cost or 
obligation.” 

The announcement was naturally directed to relatives 
and friends of the service man or woman and asked that 
they write to the men overseas and tell them of the offer, 
or better yet, to send them a copy of the ad. The watch 
must be received by the store direct from the man or 
woman overseas, and is to be accompanied by his or her 
full name, serial number and the name and address of 
the person who will call at the store for the repaired 
timepiece. The purpose, of course, is that by receiving 
the watch direct from the serviceman the store can be 
sure that the watch actually belongs to him and not to 


‘ someone else who gets in “for the free ride.” Then, the 


store cannot undertake to ship the watches back to the 
service man so they ask for the name of. a friend or rela- 
tive who will call for the watch and then return it to the 
man overseas. The store states that because of the neces- 
sity of a watch to the man or woman in service, they will 
make every effort to have the repaired watch ready to go 
back within two weeks. 

It is nearly impossible for the service man overseas to 
get his watch repaired and even a small thing like a 
broken crystal puts his watch on the casualty list unless 
he can get it back to the United States for repair. This 
was shown by the reports of men of the JC-K staff who 


are now overseas, in their survey of the watch situatigg 
among service men, published in the recent Decembe 
and January issues of JeweLers’ CircuLar-Keystoyp 
So this offer by Braun’s really hits home and the fayop. 
able impression made, not only on the men overseas by 
on their friends and relatives as well who are brought ty 
the store to pick up the watches, is one that will pay of 
now and in the future. 

Another of these free services was that offered 
Kurtz-Jewelers, 692214 Market Street,-Upper Darby 
Pa., in a recent announcement in the Upper Darby 
News. 

American and Allied soldiers are invited to bring their 
war medals and decorations to the store and they yilj 
engrave their names and the date of the citation on the 
back of the medal free of charge. 

“This offer is made freely and wholeheartedly,” the 
announcement read, “there is nothing to buy and no 
obligation is incurred. It is our little way of saying 
‘Thank You’ for the sacrifices made by each and every 
man and woman in the Allied Services.” 

Another slant on the same idea was that of Syman 
Bros., retail jewelry store at 622 16th Street, Denver, 
Colorado. 

Many service men overseas, particularly those sta- 
tioned in the China-Burma-India theatre, and in North 
Africa, the Near East and Italy, have bought and sent 
“the folks back home” stones or jewelry containing 
stones that they have purchased in the belief that they 
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With one of the year's big selling 
seasons just ahead, Imperial again 
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These three matched pieces 
from our huge stock of 
individual designs are very 
smart, and moderately 
priced . . . Aquamarines, 
Amethysts, Topaz... 14K 
gold mountings. 


JEAN RITZ-WOLLER COMPANY 


Creators of Distinctive Jewelry 
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were buying something quite worth while and. perhapg , 
little unusual in the way of a gem. 


A few. of them, no doubt, are good pieces but many 
are decidedly inferior and some of them are outright 
cheap imitations which the wily foreign dealer is no 
above foisting on the uninformed purchaser. 

The soldiers, of course, don’t want to deceive people 
to whom the articles are sent and probably both they 
and the recipient would welcome a means of finding og 
positively whether or not the stones are what they pur. 
port to be. 

Syman’s offers to identify the stones and, if desired, 
will also make designs and mount them into a piece of 
jewelry of whatever type is desired. The service wa; 
advertised in a two-column, three-inch advrtisement ills. 
trated with a picture of a star stone and reads as follows: 


“Service men have sent back many precious Gems, 
Stones and Cameos from the China-Burma-India theatre, 
Italy, etc., to the folks back home. We not only identify 
these stones but mount them in our own factory. Spe- 
cial designs created to make them worthy as a lasting 
memento of your loved one’s service.” 


The offer has met with excellent response, the man- 
agement reports, and has made many friends for the 
store, as well as developing a nice quantity of business 
in the manufacture of special pieces. 


In the past, many jewelers have offered free services |. 
to: their customers as part of their sales talk, such as the 
engraving of silverware, etc., but the good will incurred 
from these offers to service men is actually an investment 
in the future. After all, these men and women represent 
the jewelers’ future business and a pretty good-sized 
future it is, too. According to marriage rates of service 
men during the past four years, there’s a large potential 
business represented by these couples. Everything you 
do now to bring your name to them is going to be re- 
warded when these men and women finally set up their 
homes but a much more immediate response can be 
expected from their families and friends impressed by 
your efforts to help out the men and women overseas. 





S. A. JEWELERS EXPLOIT COLORED STONES 


Although the diamond remains first in favor with the 
South African public more determined efforts are being 
made to exploit the other colored gem stones found in 
the country, so far with unequal results. Many jewelers 
realize that the sale of such stones would help to tide 
them over the present difficult period, but it is not s0 
easy to get customers to appreciate the beauty of such 
stones. 

It has been suggested that the trade as a whole should 
make a concerted effort to popularize such gems, and 
perhaps if that was done, some good results would be 
obtained. There has been reference to the way spirited 
teamwork in America has stimulated the revival of cok 
ored gem stones, with the suggestion that similar action 
in South Africa would achieve like results. 

Local displays of such gems include very attractive 
pins, rings and bracelets but as yet they have not sold 9 
well as might have been expected. Adoption of Amer 
ican methods in South Africa should prove that jewelers 
can develop a profitable business in such gems, says 0 
South African correspondent. 


THE JEWELERS’ CIRCULAR-KEYSTONE 








ApS 8 


man- 
> the 
iness 


vices |. 


3 the 
irred 
ment 


‘ONE 








DOMINANT national magazine advertis- striking color page is one of the 64 
ing like this has built leadership for different insertions appearing in 19 lead- 
genuine registered Keepsake Diamond ing magazines in the greatly increased 
Rings and many extra sales and profits Spring Keepsake Campaign with a total 
for Authorized Keepsake Jewelers. This of 249,353,935 reader impressions. 


A FEW KEEPSAKE FRANCHISES ARE STILL AVAILABLE 


{A. H. POND CO., Inc., 214 s. WARREN sT., SYRACUSE 2, NEW YORK 
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It's an: unbeatable combina- 
tion. With your knowledge of 
merchandising and jewelry 
operation . ... and with Leif 
Brothers’ nearly three decades 
of experience manufacturing 
fast-moving, high-quality 
rings of beauty . . . you can’t 
lose! 

You've everything to gain 
by stocking LB Rings for men 
and women . . . their low price 
guarantees a superior markup, 
their original-design loveliness 
assures their salability. 

Ask for samples on memo. 
Newspaper mats of illustrated 
ring on request. 


e. $282A. Genuine Oriental full 
Pearls, large genuine Amethyst, 
Garnet, Topaz, or Opal. 14K 
yellow gold. 

b. 1434.: Massive, 10K gold, set 
with simulated ruby, garnet or 
sapphire. ? 

¢..1623. 10K yellow gold Masonic 
ring. 

d. $277. Cluster ring. Choice of * 
stones. 14K -gold mounting. 

e. D295. Genuine Opal and other 
stones, encircled by white dia- 
monds. 14K two-tone white and 
yellow gold mounting. 
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2 WEST 47 STREET + NEWYORK 19, NN. Y. 






















































PLYWOOD FIXTURES FACILITATE DISPLAYS Fe 
(From page 142) i 
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First shown are a series of display discs cut frop 
plywood. These discs are an important part of the 
balanced display equipment of many stores today, J 
are especially good for low trims and displays of g 
self-contained merchandise. Wood dowels, purch 
in any lumber yard or hardware store, are used for} 
legs and many different effects can be obtained off 
than those illustrated here. The discs can be paing 
any desired color or covered with fabric. z 
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These modernistic pieces are easily constructed 
of plywood and may be either painted or covered. 


Shir Bh ie AAS 


Perhaps a word might be said here on the choice 
color in displays. According to the booklet, colors sta 
in one of three relations to each other. They either ha 
monize, contrast or clash. The first two may be wel 
to advantage in the creation of a display but never# 
third. In jewelry, special attention must be paid to ti 
feature of the display so that the color used does not st 





off the merchandise to a disadvantage or be so apparel} 


that it distracts attention from the jewelry. £ 


Colors fall under two main categories, the watt te 


colors and the cold colors. Among the former, yellow, 
orange and red are more stimulating, suggesting activil 
or movement. Red is the most exciting of colors; yell 
is the most cheerful. ; 

In the cold group, green, blue and purple s 
calmness, restfulness and restraint. Blue and green 
the most subdued colors; green is the most tranquil. | 
- To go on with the fixtures, step arrangements fl 














Step arrangements 
find many uses for 
back-of-window dis- 
plays or to fill in 
an unused corner. 




























many uses. Of those shown here the straight step 
designed to fit against a flat background, the other ® 
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can be used in a corner of your window or as a continua- 
tion of the straight step display to form one running 
shelf arrangement for a background display. 

Among the most versatile and useful display fixtures 
are various sizes and shapes of display blocks. These 
individual pieccs can be combined and lend themselves to 
numerous arrangements which may be diversified by 
diffrent types of refinishing, color designs and coverings. 
These plywood interchangeable display blocks form the 
basis for many practical, low backgrounds and floor 
arrangements, each one different in its constructional 
lines, adaptable to the showing of jewelry and its related 
lines. 

Store interior display is not overlooked in this book- 
let and several interesting designs for fixtures are shown. 
Some of these are readily adaptable for the jewelry store 
for showing giftwares, etc., filling up an unused corner 
or around a post in the department. 


DIAMOND—THE BIRTHSTONE FOR APRIL 
(From page 144) 
of crystal faces already present on the crystal when it 
was found. Then camé truncations of the upper and 
lower points to make a table and a culet. Gradually, 
step by step, additional facets were placed upon the 
stone, angle relationships were slightly changed and 
after years of evolution the modern brilliant was devel- 
oped. That the process of evolution has not yet run its 
course is shown by the recent developments of polished 


_ girdles and additional facets, seen within the past 


However, since no one thinks cabochon diamonds woy 
be desirable, it is an open question how many facets 
be placed upon a stone with proportionate increases | 
brilliance. : 
All of these developments have had a single purpog 
to increase the brilliance of the stone. For diamond 
unique in its combination of properties and no oth 
substance, natural or artificial, has yet been found wh 
can rival it. Other materials have higher refractiy 
indices, and the refractive index is a measure of th 
brilliance of the stone which can be cut, but none wit 
so high an index also possesses the property of hardneg 
to a marked degree. Diamonds are not only hard, am 
therefore capable of retaining the polish bestowed upol 
them; they are the hardest of all substances, whid 
means that no other stone can wear away the facet ed ges, 
or dull the adamantine luster through abrasion. Ongg 
polished, barring accidents, we can expect them to stay 
brilliant forever. Even in nature they resist erosion, 
shiny crystals are mined in Africa and Brazil which 


_ are thought to have passed through several cycles 


weathering, rocks have formed and passed away as dust, 
but the diamonds have persisted to this day. * 
Strong dispersion, that is, the property of spread 

apart into a spectrum the white light which falls upon 
the stone, is another characteristic of a diamond. Other 
gemstones, sphene, zircon and garnet, possess this prop 

erty to a marked degree, but they are either rare, or soft, 
or strongly colored, or all three, and the fire character 
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Measure of Eternity... the Diamond — retaining forever the 


flawless flame of millions of years. Classic before the primitives—classic 


after we moderns. Necklace, bracelet and ring in the Winston tradition of magnificence. 


Winston Jewels have long been known to the world’s foremost jewelers Your request to see the various Winston collections ata private 


showing in your city will be honored by fine Retailers of Jewels. All Winston Jewels are stamped in the mounting for authenticity 


Rare ‘Jewels of the World ; 
HARRY WINSTON, wwe. 


SEVEN EAST FIFTY-FIRST STREET, NEW YORK 
OWNERS AND CUTTERS OF THE JONKER, VARGAS AND LIBERATOR DIAMONDS 





istic of these gems is either masked or soon lost through 
dulling of the surface luster. Not so the diamond, though 
the modern cutting with its emphasis on brilliance loses 
some of the fire that might be seen. (For this reason, 
some of the older, deeper cuts are still fine stones which 
in their way can rival the brilliance of a modern cut.) 


PUBLIC OVERSOLD ON WHITENESS FETISH 


As in most gems, color is but a detail and the pure 
carbon, of which the diamond is composed, is completely 
colorless, like pure alumina and pure beryl. However, 
with diamonds, brilliance and fire are the properties 
most desired, in contrast to the restful shades of the 
emerald and the opulent reds of the ruby. Hence, color- 
less diamonds are the choicest, but the American public 
has been oversold on the idea of the value of lack of any 
tint in their diamond gems. Other factors enter into the 
picture to such an extent that the emphasis placed upon 
whiteness is absurd to those familiar with the stones. 
The perfection of the cutting and polish and the absence 
of large flaws are both far more important factors than 
nuances of hue which can only be seen by the experi- 
enced eye. when two or more stones are placed side by 
side. And a tiny speck which can only be seen with a 
jeweler’s loupe is not likely to diminish the brilliance 
or decrease the wear of a ringstone or reduce the plea- 
sure of the owner in the possession of a lovely brilliant 
gem, full of life and fire. Inasmuch as only a very small 
percentage of stones, stones never seen by 99% of the 
public, can pass as the most precious of all white dia- 
monds, the overemphasis on so-called blue-whiteness is 





an expensive bit of folk-lore, still regrettably subscribed 
to by the American people. The day when people pup. 
chase the stone they like at the price they can afford, 
without regard to some subtle tint in relation to anothe, 
stone, will be a day when they have attained a greater 
degree of maturity and perspective ‘than most of them 
now possess. 

It is only in recent years that the whiteness fetish has 
grown in the minds of diamond owners. In ancient days 
a diamond was more valued for its hardness and its ex. 
ternal luster. The height of the polish which could be 
placed upon it was the determining factor in white 
stones; hence, we see the old rose cut. Many stories 
about the source of diamond filtered through to Europe 
along with the stones, singularly many of them had a 
similar pattern and we find the legend expounded to 
perfection in the tale of Sindbad, in the Arabian Nights, 
According to this story the stones were to be found 
loose upon the floor of an unapproachable valley, but 
were gathered from the nests of eagles to which they 
were carried by the birds of prey, clinging to chunks of 
meat which had been tossed to the valley floor by men 
who wished to collect the stones. This Indian legend 
referred of course to the stones of the first known de- 
posits, Indian alluvial gravels. 

Similar alluvial deposits were discovered in Brazil 
after the yield of the Indian diggings fell off, and for 
many years after the discovery in 1729, Brazil supplied 
the world. Its importance was reduced to almost nothing 
by the 1870 African discoveries, some alluvial and others 
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Today’s best-selling 
Jewelry is endowed 


with that 


EXTRA something 


only OVAL-made 


stones can impart... 


OVAL MANUFACTURING CO. = 64 W. 36 St., New York 18, N.Y 


OVAL IMPORTING CO., Inc. * 


212 Union Street, PROVIDENCE 
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primary in plugs of volcanic rock, which hold the pro- 
duction lead down to today. In recent years Brazil has 
assumed more importance in the diamond world, and the 
discovery in 1938 of the 726-carat Presidente Vargas 
diamond placed the Brazilian deposits back in the fore- 
front of the news. 

The ancient myths dealing with diamond find their 
principal emphasis in the hardness of the stones. It was 
thought that a stone placed in the mouth would break 
the teeth, if swallowed it would rupture the intestines. 
The shape of the natural crystals, for that was of course 
the shape they retained in the earliest days, was of the 
greatest significance, a triangular stone was thought to 
cause quarrels, a four-sided stone to cause-vague terrors, 
and a five-sided stone to bring death. One wonders why 
there would have been any demand for anything but the 
complete octahedron, which was thought to be lucky. 
The less ancient legends attribute more desirable results 
to the wearing of diamonds: strength, fortitude, courage, 
and power to resist the devil. 

In these times no discussion of diamonds would give 
an adequate market picture without some mention of the 
rapidly growing industrial use of this hardest of all 
stones. Though for many years the principal use of 
diamonds was in jewelry, today they would probably be 
mined for their usefulness in industry even if they 
lacked the beauty which adapts them to gem use. Crys- 
tals which once would have been cut to make into small 
and off-color gemstones of limited salability now com- 
mand comparable prices for use as diamond dies, through 


which fine wires can be drawn. Diamond-set tools also 
utilize many fine crystals, and even the bort which once 
was used principally for polishing other diamonds noy 
has a hundred other applications. The greatest quantity 
of diamonds, by weight, now comes from Belgian Congo, 
not South Africa, but almost all of the material from the 
Congo is used in industry. The diamond, once an object 
of beauty and the purest luxury, is now also of the 
greatest value in helping us to win the war with the 
greatest speed and at the lowest cost. By paying many 
of the mining costs the small percentage of gem stones 
make a direct contribution to our industrial diamond 
stocks, an unforeseen development in the ancient history 
of the stone of so many unrivaled qualities. 





ARMY ORDNANCE HEAD PINS ORCHID ON JC-K 


Editor, Jewelers’ Circular-Keystone 


I have just read your well-written story, “American 
Watches Have Gone to War” in the February issue of 
Tue JeweLers’ Circutar-KeystTone. It is the finest 
description I have seen of a little known but mighty 
important operation of the Ordnance Department. 

I am sure that part of the Industry-Ordnance team, 
the American watch manufacturers, will join me when I 
say that your article is a timely recognition of their con- 
tribution to the war effort. 

Sincerely yours, 
L. H. Campbell, Jr. 
Major General, Chief of Ordnance 
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Can You Help Me? 





My Display Problem Is: 








by VIRGINIA DIXON 


Readers’ questions about window and inside-store display 
will be answered in this department each month by Miss Vir- 
ginia Dizon, one of America’s topnotch display experts whose 
talents have been brought to a focus on the jewelry field. 
Miss Dixon is already well known to JC-K readers as the 
author of many stand-out articles on jewelry store display. 


URNTABLE MOTOR—Is the use of turntable 
motors or other mechanical displays prohibited by 
the Brownout order?—R. E. B. 

Answer—No. Although such mechanisms use a cer- 
tain amount of electric current, their use is not pro- 
hibited by WPB Utilities Order U-9, the “Brownout”’ 
regulation. 


ROWNOUT DISPLAY—Have you any suggestions 
as to ways of overcoming to some extent the handi- 
cap of the Brownout regulations? Are there any dis- 


play “tricks” which would not be contrary to the regu-_ 


lations >—G. N. 

Answer—tThe handicaps of the brownout are very 
hard to overcome because there just is no substitute for 
good lighting. There are a few things that can be done 
to ameliorate conditions to some degree. 





Although the direct shining of a spot or floodlight into 
the window from the store interior is specifically pro. 
hibited, any opening which permits the spilling of light 
from the store into the window is advantageous. Even 
though it may not directly illuminate the window, it 
makes it more evident that the store is open for business, 
Some shops which had closed off such openings when 
new window backgrounds were installed are opening 
them up again. If you have curtains or any other 
arrangement that is easily removed, by all means do so, 

Light colored backgrounds will reflect more light than 
dark ones and are therefore preferable for the duration 
of the brownout. Mirrors will reflect any stray light 
rays from street lights, passing automobiles, etc., and 
will draw attention to the window. United States Ply- 
wood Corp., 103 Park Avenue, New York, now have 
flexglass panels available in a new long cut which -per- 
mits their use as free standing screens. This is a simple, 
effective way of getting mirrors into the window. 

The merchandise should be placed as close to the plate 
glass as possible, even for daylight displays, since no 
lighting is permissible then either. 

Some stores have experimented with using gasoline 
lanterns and long burning candles, but before trying 
anything of this kind, it is advisable to check with local 
fire authorities and your insurance underwriter. 

About the only display “‘trick’’ that might be used is 
a fluorescent paint which will glow in the dark. But this 
must be the kind which does not require the use of an 
ultra-violet lamp. 
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Your Source of Suppiy 


With the continued scarcity of merchandise in many lines a house 
like Benj. Allen’s, which has successfully selected and distributed 
jewelry store merchandise over a period of more than 80 years, is 
eminently qualified to do a better job for you. 


Not only is the limited supply of products from long established 
manufacturers available to you through our organization but 

through the diligence of our buyers in every department, con- i 
stantly in the markets, suitable merchandise from all new sources 


BENJ. ALLEN & CO., INC. | 


FOR EFFICIENT SERVICE AT ALL TIMES 
é Silversmiths Bldg. 
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LAGS AND BANNERS—Where can I buy patriotic 
F flags and banners? I want to have them ready for 
use on V-E day.—V. R. E. 

Answer—Annin and Company, 85 Fifth Avenue, 
New York, is one of the oldest and largest flag houses. 
Regalia Manufacturing Company, Rock Island, IIl., offer 
a complete line of U. S. and Allied flags and they also 
have special stands for display use. Either company will 
send catalogs. 


ENETIAN BLINDS—I have made plans to re- 
decorate my windows and have been trying, unsuc- 
cessfully, to obtain Venetian blinds in metal that can be 
taken out and washed each time you change your window 
display. I would appreciate your sending me the names 
of firms who specialize in Venetian blinds.—R. B. D. 
Answer—Metal blinds are difficult to get at present, 
but here are the names of three manufacturers who may 
be able to fill your order directly, or who can refer you 
to a local dealer: Columbia Mills Inc. (Columbia Cus- 
tom Made Venetian Blinds), 225 Fifth Avenue, New 
York; Imperial Venetian Blind Co., 1225 Broadway, 
N. Y.; A Z Venetian Blind Co., 342 East 92nd St., N. Y. 





CUTTING INDUSTRY—A WAR CASUALTY? 
(From page 152) 


public whose demand always exceeded the supply. Idar 
became known as “The City of Widows” because the 
occupational hazards of gem cutting used to result in 
early tuberculosis in the men. 

The majority of the people of the town are engaged 
in the gem-cutting industry with some phases of the 
work being carried on as a home industry. For the 
most part, the gem cutters work in small mills located on 
the banks of the several streams in and around the dis- 
trict which furnish abundant water power. Each mill has 
four or five large sandstone wheels, about five feet in 
diameter and between 14 and 18 inches in thickness. The 
wheels are mounted parallel with only a part of each pro- 
jecting above the work floor. They are driven by water 
power and make about 150 revolutions a minute. 

In fashioning these gems, the material, after being 
roughly shaped by hewing with a hammer or cutting 
with a diamond saw or carborundum wheel, is held in 
the hand against one of the revolving wheels upon the 
surface of which a small stream of water is constantly 
running. The really unusual part of the gem-cutting 
operation here is the position of the operator in his work. 
He lies face down upon a specially constructed support 
with both hands free to handle the gem. In order to hold 
the stone against the wheel with sufficient pressure, he 
braces his toes against cleats on the floor behind him. In 
this way he can exert the pressure necéssary to cut the 
larger and harder materials. 

This method of cutting has been used in Idar-Ober- 


q ‘tein for several centuries with little or no change. It 
} as first introduced to cut agates but it has subsequently 


been used for other soft minerals. Since the introduction 


} °f electric power, in some of the more modern mills, the 
] %erators use the newer cutting methods and sit upright 
| # their work instead of lying face down. Cheap elec- |; 
J} ‘tic power in the district has brought about the introduc- | 
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W E regret that conditions at this 
time prevent us from supplying mer- 
chandise regularly. 


We must patiently wait until the one 
great purpose we are all striving for 
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be able to render even greater service 


than ever before. 
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tion of more of the modern motor-driven sandston 
wheels which are rapidly replacing the old water-driyey 
wheels. 

The Dutch, the Belgians, and the Americans cut mon 
and better diamonds than the people of Idar. The Ry. 
sian lapidaries of the prerevolutionary era executed mor 
unique and notable examples of their art. The Chines 
and other Orientals have poured forth floods of cut gen 
stones, but by and large 90 per cent of all the less ex. 

ensive gem stones used in jewelry for the last 1,00 
years have been cut in the mountain towns of Ida. 
Oberstein. 








Idar-Oberstein gem cutters have been cutting stones in 

this manner for several centuries. The worker lies face 

down on a special support and braces his toes against a 
floor cleat to get sufficient pressure against stone. 


The last war gave the industry a setback. Skilled 
German cutters, sick of political conditions at home, 
emigrated and founded new businesses in the United 
States and in South America. Other gem cutters, whose 
exacting trade also demands that they be skilled me 
chanics as well as artists, decided that the $12.00 weekly 
did not compare very well with the price offered for such 
labor in other countries, and demanded higher wages, 
The imported cost of German-cut stones doubled and 
tripled in this country. Still the demand absorbed all 
the market had to offer. 

A German-cut moss agate cabochon, costing wholesale 
6 cents in 1914, brought 19 or 20 cents in 1924, but no 
American lapidary could cut a similar stone for less than 
40 cents. 

Sapphires were mined in Montana, shipped to Ger 
many, cut, shipped back, duty paid on them, and the cit 
stones still cost at least $1.50 per, carat less than they 
could be cut for here. 

Now, in 1945, the entire picture has been changed. 
The gem cutters have been pressd into war work or into 
the German army. Many are undoubtedly dead or it 


_ eapacitated. Their picturesque little town in the mour 


tains, transformed into a fort by the army, is almost cer 
tain of destruction by Allied might. The reserves of ctt 
stones they may have built up are sold or scattered. Theit 
machines are either worn out with war work or ott 
moded by newer American methods. 

The world center of the lapidary art and the cros 
roads of the world’s semi-precious gem business i 
threatened with extinction and must, at the least, fact 
years of eclipse. 

Germany’s loss will be some other nation’s gain. The 
United States, home of industrial mass production, the 
land of the gifted amateur, has a chance to bid in 4 
lucrative business. 
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ERA WATCH CO. ir. 


C. RUEFLI-FLURY & CO., BIENNE 


“ERA WATCHES ON TIME THE WORLD OVER’ 


ARTHUR BAUER Co. U. S. Representative 
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48 West 48th Street, New York 19, N.Y. 
SS 
Louis O’DeELt a s s 
seust This unsolicited letter from a 
NORWALK, 
” H 
“St. Paul” Jewelers Block Policyholder 
Hovender 22,191 
proves that 
wot C. Woot yarine Deswrence OP The tailor-made policy designed 
<M. Be Ce Biss . , 
inna, onte 1 ay soos especially to provide complete “all 
Deer Sirt en ve way 8S Teter policy et . ” ; 
ywnt to pee m7 eee eee att n in one” coverage on a jeweler’s 
- Ts wee Craldn't have tecen pleck policy ** . . 
- yaaa for connate or o¢ thie tise. stock — including other people’s 
want » one ad a * 7 
would be bard for goods in his possession — serves 
Very truly yours, ‘ ce ; e ° 
on the purpose for which it was 
puis O'Dea created. 
New York Office Pacific Department 
Wm. F. Boylan, Mgr. . E. B. Barry, Mgr. 
E AND MARINS 
107 William St. Spine ComPANY Mills Building 
New York 7, New York ee San Francisco, Cal. 











‘ANTIQUES ACCENT DEMAND FOR OLD JEWELRY 
(From page 154) 


House of Savoy, in the Savoy colors of red, green and 
white was also shown. 

Another jewel of royalty is the engraved diamond 
ring, in its original setting, with the crown monogram of 


* Queen Anne of England. 
The Museum Silver Shop, of 104 East 57th St., N. Y. 


C., showed a seventeen-and-a-half carat alexandrite ring, 
set with triangular diamonds, and valued at $5,000. 

Snuff boxes, pill boxes, and tiny vanities took their 
place among the other jewelry at the show. Among these, 
The Museum Silver Shop had a flat gold box, bordered 
in green enamel. This was made by Faberge, goldsmith 
to the Czar. A small gold snuff box was shown by John 
Chamberlain, of Delaware Water Gap, Pa., while Nor- 
man of London featured a group of vinigrettes, which 
were used for smelling salts. Several of these were of 
delicate filagree work and a few, highly decorative, were 
enameled. 

The booth of The Old Time Shop, of 78 Gramatan 
Ave., Mt. Vernon, N. Y., showed a small box of gold 
adorned with pearls, rose diamonds, turquoise and rubies. 


Town and Country, of 818 Third Ave., New York, in- 
cluded among their most-prized small jewelry objects a 
miniature black onyx and gold box, the cover of which 
bears a picture of the son of Louis XIV. More than a 
little out of the ordinary is the tortoise shell traveling 
writing case, with miniature, though usable, accessories. 


for ink and stamps. 

Throughout the Antiques Show were charms, chate- 
laine seals and fobs. Some were grouped with chains to 
form chatelaines, and others were left singly to be col- 
lected at will. One of these, a collector’s item rather 
than a piece of jewelry, was the three inch ebony-caryed 
man, mounted on a gold and carnelian seal. 

Irene Brownstone, of 68 Greenwich Ave., N. Y. C,, 
featured an amusing ‘chatelaine, symbolic of love and 
money. This was one of the few pieces done in silver, 
along with another this booth had of an old whistle, q 
button hook and a tubular pill box on silver chains. This 
dealer specializes in “inventive” jewelry—that is, she 
devises new uses for antique pieces, and designs com- 
binations of old jewelry for chatelaines as well. Large 
silver hair pins, with novelty heads—as the ball and claw 
shown—are sold by this dealer for lapel pins or hat 
decorations. 

As is usually the case in old jewelry groupings, the 
Antiques Show presented many sets of earrings. Hang- 


Over a hundred years old, the case contains a steel pen 
that pulls out to a workable size, and two small spaces. 






























ing earrings, as well as the button type, were displayed,” 


some with pins as sets. An interesting collection of gold- 
mounted mosaic studs which could easily be made into 
earrings was shown by Herbert Trigger, of 1321 Sixth 
Ave., New.York, whose shop’s slogan is “A little bit of 
everything.” 

In the line of bracelets, types from simple gold chains 


to elaborately decorated ones were displayed. The booth 
(Please turn to page 240) 
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--- Here’s How 





by P. BUFORD HARRIS 


66 OU cannot sell sterling silver, fine china and 

crystal in a credit store’—that was the opinion 
of W. H. Leonard, Jr., Salisbury, N. C., jeweler. And 
it is only fair to say that it also is and was the opinion 
of hundreds of other credit jewelers throughout the 
country. “People who buy sterling and the better home 
wares either for their own use or as gifts simply will not 
come into a credit store,” they tell you with conviction. 









POPP 

b duty of the Bed, ;, 
her Sharh, tC; lo sulect 
She owes it to her hash ‘. : 








Credit Stores Can Sell Sterling 


If you’re a credit jeweler haunted by the old bugaboo that customers 
will look elsewhere for their silverware, forget it. Here’s a jeweler 


who decided you can’t succeed without trying—and succeed he did. 


Advertising to prospective brides called for something 
a little different than the regular credit store copy. 


I would like to dispel this idea. The credit jeweler 
can sell the better merchandise to the better customer. 
Leonard’s experience proves it. 

In the fall of 1939 when I joined the firm, Mr. Leon- 
ard was operating four stores, of which Salisbury was 
the home store and the largest. He was doing a fine 
amount of business along the usual credit store lines, 
But he was completely passing up this other type of 
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Interpreting in everlasting sterling the undy- 
ing spirit and tradition of an era long past 
has been for generations the privilege of Frank 
M. Whiting & Company master craftsmen. 
Authentic . . . superbly designed . . . pains- 
takingly executed in every minute detail. . . 
"Sterling by Frank M. Whiting & Company” 
has achieved enthusiastic acceptance by dis- 
criminating hostesses. This proved acceptance 
is further enhanced by extensive current adver- 


tising in carefully selected media. 
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business because he did not believe it could be done, hav- 
ing tried in a hap-hazard way to sell sterling, but with- 
out much success. 

We discussed the matter for several months. He 
would not give me a definite go ahead signal, but neither 
did he flatly refuse. Finally, realizing that he had to 
be shown, I lined up the companies I wanted to do busi- 
ness with and made a date with their salesmen. We were 
handicapped because of our late start. Many of the 
better lines were tied up by competitors and quite a few 
of the bigger companies will not. have two outlets in the 
towns of less than 50,000 population. However, I suc- 
ceeded in landing two good lines of sterling—Lunt and 
Watson—and one each of fine china and glass—Havi- 
land and Cambridge. 


DECIDED ON MODEST BEGINNING 


I decided to start in a very modest way, not wanting 
to stick my neck too far out until I could discover if 
perhaps Mr. Leonard was right after all, so I began with 
a modest purchase—all too modest, it proved—of each 
line. At first I selected just two patterns of each. 

In making these selections I talked over the patterns 
with our own salespeople, explained the finer points, went 
into great details, until they had all the sales enthusiasm 
for them that I had. This, I believe, is an important 
point. A sales force that is not enthusiastic about any 
merchandise cannot, will not, sell that merchandise. 

Placing the goods in the store presented another prob- 
lem. We were not cramped for space, as we had a large 
and beautiful show room. But a lot of planning was 
required. Heretofore the diamond and watch depart- 
ments had always topped the list and constituted about 
75% of our total business. This we definitely did not 
want to lose. But we had no other big department. 

' The natural follow through was to rearrange the mer- 
chandise throughout the store. Our inexpensive china— 
or rather our dinner ware—had been treated like a step 
child, pushed around from place to place. Sterling was 
a forgotten item. We had no method of keeping stock 
records, records of amounts sold, patterns selected, or 
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anything so necessary to conduct departments of thi, 
kind successfully. We had to start from scratch, 

First, we placed the crystal in the wall case Neares} 
the door. In the second case we placed the china, fg. 
lowed by the sterling in the third case. This gave us gy 
unbroken line of patterns for the bride. We arranged 
our displays, saw that the cases were clean and welj 
lighted, and sat back and waited for people to come ip 
and. buy. 

Well, up to there we had been doing all right. Buy 
that is where we made our first mistake. We soon dis. 
covered that people were staying away in droves. If the 
idea was to go over it had to have more push. What jy 
the use of buying merchandise if you don’t let your prog. 
pective customers know you have it? 

This brought up the subject of advertising. The stor 
had always followed the line of advertising used by most 
credit stores. You know the kind I mean. You push 
certain items with a definite type of ad. It carries a lot 
of black background and very bold type, and stresses 
credit and price. It makes a big flourish and it does sel] 
certain merchandise, but we were now appealing to a 
different customer and to different instincts of our cus- 
tomers. How to go about it? 





PERSONAL LETTER TO BRIDES 


I decided on a plan that I had long wanted to try, 
I took it on myself to read the society section of our 
daily paper. I read it every day religiously. Particularly 
on Sunday when wedding or engagement announcements 
were most likely to be made. Being new in town I knew 
no one, so I simply took them as they came. To each 
bride or bride-to-be I wrote a personal letter. It went 
something like this: 

Dear Miss Blank: 

Congratulations on your engagement and forthcoming 
wedding. We here at Leonard’s know this is a happy 
occasion for you and we want you to be happy. 

That is why we are writing you now. We have just 

. (Please turn to page 191) 
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THAT FOR 114 YEARS HAS STOOD 


FOR A STANDARD OF EXCELLENCE 


Over a century of quality, superior craftsmanship and design authority have built for 
us a tradition of integrity which we prize highly. This tradition, recognized by generations 
of discriminating women, counts more than ever today when the planned postwar purchase must 


return complete satisfaction and service for every single dollar invested. 


So when you are suggesting sterling silver flatware services to 

tomorrow’s peace-time homemakers, urge prospects to procure Gorham Sterling... 
merchandise that bears the “Lion-Anchor-G” hall-mark of authority, symbol 

of the enduring worth inherent in this famous firm of silyersmiths, that has proudly 


served America since Andrew Jackson was in the White House back in 1831. 


~GORILM 


America’s Leading Silversmiths Since 1831 + Providence 7, R.J. 


Copyright 1945 















66 EMEMBER Mother—She Deserves a Medal, 
Too!” is the Mother’s Day slogan this year, and 
no theme could more beautifully tie in with a jewelry 
store’s promotion program. After all, what is a medal? 
It is a bright, precious, beautiful badge of honor, and 
there is nothing that fits such a description so well—both 
literally and figuratively—as a fine piece of jewelry. With 
the proper promotion, based on careful planning and the 
intelligent use of all his resources, the jeweler can make 
Mother’s Day his big May day. It has always been a 
good day for the jeweler, but with the 1945 slogan work- 
ing for him, he can’t miss. 
_ Using the official poster distributed by the National 
Committee on the observance of Mother’s Day as a basis, 
an effective window display and store-wide promotion 
can be started during the middle of April and continued 
through May 12. An eighteen-unit jeweler’s set is also 
available from the committee at a small cost.. The set 
includes posters, display cards, streamers, pennants and 
reminder badges to be worn by salespeople. These 
props, however, are only the beginning. To make use 
of ready-made materials, setting them up haphazardly 
around the store and then forgetting them, is to follow 
the path of least resistance. Far more important is a 
bright, eye-catching window with an air of originality 
and freshness about it. 
Virginia Dixon, display consultant, offers several do’s 
and don’ts to jewelers planning for Mother’s Day. High 
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Millions of mothers will receive gifts 


on Mother’s Day, Sunday, May 13. 






Jewelry can and should top the list. 


: \ A youthful matron is depicted on the 

official poster for 1945. She is typi- 
cal of the women to whom most of your 
Mother's Day promotion is directed. 


Jewelry—The Medal for Mother 


on her DON’T list is the mother of James McNeill Whis- 
tler. Whistler’s mother, says she, has been played up so 
long that she’s completely played out. If you've been 
toying with the idea of brushing off that old reproduction 
in the storeroom and setting it up, surrounded by pink 
carnations and brooches, just forget it, advises Miss 
Dixon. Better to limit yourself to the bright colors of 
the official poster and a display of a few well-chosen, 
medium-priced pieces. 

The Mother’s Day committee itself is vociferous in its 
opposition to the “dear-old-lady” concept of mother. It 
has long been conceded, by all except the most die-hard 
sentimentalists—that motherhood does not immediately 
change a vital young woman into a frail being, smothered 
in lavendar and old lace. The mothers we honor today 
are the war-working, self-sacrificing, modern young 
women who are so much a part of our political and social 
scene. Granting, however, that there’s nothing wrong 
with mothers of the old school, Miss Dixon offers a sug- 
gestion for an attractive window based on the different 
types of mothers. Secure three pictures of women of 
varying ages, perhaps one of 30, one of 45 and one of 60. 
On a velvet cloth draped beneath each picture place 4 
careful selection of the type of jewelry suitable for each 
age group. A card about Mother’s Day or the poster, 
and there you are! 

Another window ‘idea is one based on the traditional 

(Please turn to page 198) 
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CREDIT STORES CAN SELL STERLING 
(From page 186) 





opened a complete new department for brides. In this 
department we are featuring such well known lines as 
sterling by Lunt Silver Smiths, Watson, and crystal by 
Cambridge—the famous Rose Point and Chantilly etch- 
ings—and America’s finest china by The Theodore Havi- 
land Company. 

We know these are old familiar names to you, but we 
believe our department is new to you. Why not come in 
and see our lines before you make a selection of your 
patterns? It is not only smart shopping, but you will 
be glad you did. 

Yours very truly, 

These were always personal letters, never carbon 
copies or mimeographs, and no two were ever in exactly 
the same words. But the friendly tone and appeal was 
always there. This sort of thing went on for week after 
week for two or three months. Results: nil. Frankly, 
my enthusiasm was beginning to wane. I was readying 
another line of approach when suddenly a strange thing 
began to happen. Brides for the first time in years 
started coming into the store to “see” our patterns be- 
fore making their selections. 

The sales force, not accustomed to handling this type 
of merchandise, was carefully coached in handling such 
“lookers.” Each bride was shown patterns that might 
suit her particular needs and tastes, and whether it was 
sterling, china or glass, harmonizing patterns of the 








other two were shown with it in a complete place setting 
of all three items to enable the customer to visualize the 
entire ensemble. ; 

If the bride made a selection of any pattern, we im- 
mediately started the pattern for her. Whether she made 
a purchase of a place setting, only one piece, or nothing 
at all made no difference, one piece of the pattern was 
presented to her with the compliments of the store. 

We did not just hand her a piece. It was carefully 
wrapped in a gift box and presented in our best manner 
with the firm’s card inside. , 

That was something new in this town. Apparently our 
competitors had been taking the wedding business too 
much for granted. For often after we presented the cus- 
tomer with a start in the pattern she had selected, she 
would be so overwhelmed that she would suddenly decide 
to order the accompanying patterns in the other two lines 
to go along with her original selection, thus giving us the 
patterns in all three of her essential items. In such in- 
stances, we always started the other patterns, too. 

We followed a set procedure in this matter. In china 
we always gave a plate; in crystal a goblet; in silver a 
butter spreader or some other item not always purchased. 
This made another item to fill in to. 


BRIDE'S BOOK KEPT UP-TO-DATE 


A regular follow through was our bride’s book. In this 
we listed her name, address, date of wedding, the pat- 


terns she had selected and the particular items she had 
(Please turn to page 194) 
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toa 
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dress... 


In the same mood, International Sterling ads like 


a woman’s most sentimental purchase. 


FI 


the one opposite—each almost a short-short love 


story—are better-read, better-remembered than 


any other sterling advertisements. 





See page 196 
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Watch this go a long way toward making International 
Sterling most-often-asked-for, when the day of 


plenty comes again! 


Tune in to The Adventures of Ozzie and Harriet, 
International’s success radio show starring Ozzie Nelson and 
Harriet Hilliard in a gay comedy-drama of young married life. 
Real entertainment — plus interest-pricking, 
memory-sticking build-up for International! 
Sunday evenings, 6:00 P.M., E.W.T., Columbia Broadcasting System. 








Capitalizes on Costume Jewelry Vogue 


Taking advantage of the current popularity and devoting special 
attention to its display, this woman jeweler has built this phase 


of her business into one of the most profitable of her store. 


by ETHEL CORBITT PITKIN 


HE vogue for costume jewelry is so strong that Mrs. 

Esther Boznu, who has been operating Boznu’s 
Jewelry Store, 402 West Superior Street, Duluth, Minn., 
since the death of her husband a year and a half ago, 
has built it into one of the strongest departments of the 
store. 

The shop is.located on one of the busiest streets of 
Duluth, near the bus district where a great many persons 
pass each day to reach their transportation. To catch 
their attention, Mrs. Boznu makes a point of fine window 
displays. 

“Windows -sell most of our merchandise,” she says. 
“It is a daily occurrence to have a customer say, ‘I saw 
this in your window and just had to have it!’ ” 

Matching sets bring best returns, according to Mrs. 
Boznu. Earrings and pins are commonly matched al- 
though there is good sale for such other groups as ear- 
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rings and bracelets; pins and bracelets; pins, earrings 
and matching ornament for the hat or hair. Separate 
coat pins have been popular, too. Boznu’s carries only 
high quality items, finding the sale is better in costume 
jewelry that is both beautiful and of value, than of the 
less. expensive type. 

The large distinctively designed case which holds the 
in-store displays is at the rear of the store but faces 
the entrance. In this, each piece of costume jewelry is 
displayed on delicate fabric background as though it 
were of the greatest value. With each item well spaced, 
its design is not lost in a jumble of merchandise. As 
rapidly as the case is depleted it is filled from stock so 
that it always presents an appearance of ample stock. 

In the 33 years the Boznu shop has been in business 
in Duluth it has established a reputation for its collec- 

(Please turn to page 198) 


Her window displays are responsible 
for most of Mrs. Boznu's costume jewe' 

sales but this large, distinctively 
designed case which holds the in-store 
displays, plays an important part, with 
each piece shown to its best advantage. 
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W. e are extremely sorry for the delay in filling your orders. 


To borrow a descriptive expression from, the Army, things 







are “SNAFU” which, as you know, means “Situation 
Normal: All Foozled Up.” 

The delay is a combination of ma- 
terial and labor shortages; although 
principally the latter at the present 
time. Providence is a critical .war 
area. Our employees are encouraged 
to go to essential war jobs wherever 


they are needed. ‘That’s exactly as 
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va it should be, for the job of winning the war is our first con- 
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ume cern as well as yours. 
the 
The demand for our new line of 10 karat gold jewelry far 
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‘aces exceeded our greatest anticipation. We did not realize that 
ry is 
h it this new line of 10 karat gold charms, pins and earrings 
iced, fh . 
As would create such a sensational “1945 GOLD RUSH.” 
k so 
k. Won't you please be patient and bear with us? The only 
ness 
Mee- thing that is certain under present conditions is uncertainty. 
Many unforeseen problems arise from day to day which 
delay our filling your orders as promptly and completely as 
both of us would like. Until V-Day things will continue to 
be “SNAFU,” but every day we will do.our utmost to 
serve you to the best of our ability. 
nsible 
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CREDIT STORES CAN SELL STERLING 
(From page 191) 


bought or received. We were careful to explain that we 
would keep our records as straight as possible and make 
every effort to see she did not get duplicates, but in case 
she did there was no cause for worry as we would ex- 
change any item she did not want. This, too, was a 
service which our customers had not been receiving else- 
where. They loved it. 

We now had the patterns selected from our stock, but 
we were not content to stop there. We followed through. 
Where we could get a list of the people to whom wedding 
invitations were sent, we mailed a personal note to each 
one. It went something like this: 

Dear Mrs. Jones: 

As a marketing service to you we are glad to inform 
you that Miss Susie Blank has selected the following 
patterns from our stock. China: Rosalinde. Sterling: 
Modern Victorian. Crystal: Rose Point. 

Prices of individual pieces run from $1.00 upward. 

- We deliver each gift with your card inside at no extra 
charge. 

We shall be very glad to show you these patterns if 
you can come in. Telephone orders and mail orders re- 
ceive uur careful attention also, May we be of service? 

Yours very truly, 

This was an entirely new approach and at first we 

were a little dubious about it. One lady said she had as 








soon buy the items herself and send the bills to he 
friends. (Author’s note: Her daughter selected” thiree 
patterns with us and received one piece of me rehandise,) 
In other instances the girls themselves were a lit | 
doubtful about how their friends would take th 4 
approach. - 
But results were highly satisfactory for all. By fay 
the larger part of the people so contacted were highly 
appreciative of this service. We would receive numeroyg” 
phone calls, many of them placing orders at the time, 
Also quite a few orders came in by mail. Frequently we 
would hear this remark from a customer. 
“You were so nice to send us the note. We have worm 
ourselves out trying to decide what to give these brides, 
This solves it for us.” 
No one, so far as I know, ever resented the approach, 













NOTHING SUCCEEDS LIKE SUCCESS 


An old bromide has, it that nothing succeeds like sue 
cess. We found that to be true. More and more people 
began coming in to see cither one or all three items in 
this department. My personal letter to the bride had 
proved its worth, but now there was so much activity in 
this department that I no longer had time to get out 
these personal Ictters. I concluded that I would have to 
reach them through the media of radio and newspapers, 
Accordingly I prepared a series of advertisements that 
were a radical departure from the usual credit store ada, 
They were forceful, appealing, but also dignified, and 
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Simple, beautiful, enchanting, dignified .. . 
deftness of Smith craftsmen... 


Frank W. Smith Ine. SILVERSMITHS Gardner, Mass. 
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exemplifying the artistry and 
superbly wrought with meticulous care. 
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ar can see she’s young. You can 
tellshe’salertand alive. Youknow 
just by looking at her that she’s emo- 
tional, And she’s reading a wonderful 
new romance by Dorothy Kilgallen. 
In Cosmopolitan, of course! For, Miss 
Kilgallen has turned her talents to 
fiction—for Cosmopolitan. 


Yes, and this brilliant and witty 
author’s stories are typical of the great 
writing that goes into every issue of 


She’s under the spell 






of 
© 


',..now speak up, Gorham, 


Dorothy K ilgallen ‘en 
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while the magic lasts! 


Cosmopolitan. Great writing makes 
great reading! It builds dreams. It fans 
the flame of illusion and ambition. It 
puts its readers in a mood for the 
lovelier things of life. 


That’s your cue, Gorham! This is 
your moment to tell her again about 
your exquisite sterling. Keep right on 
suggesting your Century-famous flat- 
ware while her mood is right. And 
while you’re about it, why not couple 


osmopolitan 


GREAT WRITING MAKES GREAT READING 
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-the copy of ail your silver products 


with Cosmopolitan’s tender ro- 
mances, with its stirring serials, with 
its thrilling stories by the greatest of 
writers? 

Catch this young reader of Cosmo- 
politan while she’s in a state of high 
emotion. For emotion makes wars. 
Emotion makes marriages. And emo- 
tion makes sales! 


*An advertiser in Cosmopolitan since 1933. 








ov 
Emotion makes Wars 
Emotion makes — 
Emotion makes Sales 
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The Girl in the Ad on Page 191 


Meet lovely Beth Cabot, our International Sterling mode] 
for this month. 

Beth (in private life the wife of a pilot who’s a 1st. Lieut. 
in the Army Air Forces) couldn’t have been a better choice 
for this particular advertisement. 

A week before she posed, she was notified that her hus- 
band was wounded in action and had been sent home to 
recover. So when Leo Aarons, the photographer, told her 
how to act for the picture, Beth said “You don’t need to tell 
me—lI feel that way.” 

The wings she wears, by the way, were given her by her 
husband. 











JEWELERS: 


Sell Schools, Clubs, Hospitals, Lodges, etc. 
Samples loaned. Write for illustrated folder. 
Thousands of designs. Ask for special folder on 
Service Star Pins, Rings, etc. Also Rings for 
Army, Navy, Air Corps, Marine, Coast Guard, 
etc. Mfrs. for over 30 years. 


‘METAL ARTS CO., Inc. 
740 Portland Ave., Rochester 5, N. Y. 
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had plenty of white space. One of them ran every Syp. 
day, and usually another during the week. A few sampleg 
are shown. They got results. 

Our activity with these new lines had other pleasant 
reactions. Many old customers who had started crystaj 
or china patterns with the store and then forgot abou 
them before the services were completed, began noticing 
our ads and came in to inquire if their patterns were go. 
ing to be closed out. That gave me another idea. 


DEMAND NECESSITATED INCREASING STOCK 


Our present number of patterns was no longer ade. 
quate to supply our ever growing demands, so we ip. 
creased the number to six each of both china and crystal, 
All were carefully selected in such a way as to give g 
complete range from the very moderate priced to the 
expensive. Six patterns each of china and crystal, I be 
lieve, are enough for almost any store, if it will concen. 
trate on the good numbers and have no dead ones lying 
around. This idea called for another letter to old eus- 
tomers who had not completed patterns which we were 
closing out to make way for the new lines. It went some- 
thing like this: 

Dear Mrs. Jones: 

Our records show that you selected Fancy Cut pattern 
of crystal from our open stock some several months back, 
Our records do not show that you completed this pattern, 
If not, this notice will be of interest to you. 

Yes, we are closing out all our crystal patterns except 
the Cambridge line. This is necessary to make room for 
new patterns which we have just contracted for. So, if 
your pattern is not all filled in we urge you to drop in 
and give us your order for whatever pieces you need or 
would like to have before we close out these patterns. 


Yours very truly, 


I was surprised to find that so many people had started 
patterns with us and had never completed the service. 
We closed out the old patterns to the mutual satisfaction 
of all, and I might add with a nice profit to us. 

The fact these patterns had been started and never 
completed gave rise to another idea—to follow through 
on each customer until her services were complete. $0 
at each wedding anniversary we sent a reminder to the 
husband that another place setting would be a welcome 
gift. It frequently solved his anniversary problem, which 
pleased him, the gift pleased the little woman, and the 
business pleased us. 

By the end of the first year we had one big trouble— 
we could not keep sufficient stock to supply our demand. 
By the end of the second year we could not keep enough 
stock, enough wrapping paper, or enough boxes. In just 
two years the department zoomed from a beginning of 
zero to third place immediately back of watches and 
diamonds in dollar volume. As to bringing customer# 
into the store and creating goodwill and laying the four 
dation for future sales, it was second to none. 

All this in a store that everyone said could not sell the 
better merchandise, and against the toughest of compe 
tition. 

There should be.a moral in there somewhere for othet 
credit jewelers. 
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RACINE WATCHES are 


equipped with 
@® 15 Jewel Gallet Movement 
@ Nivarox Hair Springs 
@ Glacidur Metal Balances 















IMPORTANT 


Since uncontrollable conditions 
make it impossible to meet the de- 
mand for Racine watches we ask that 
dealers be patient until a more nor- 
mal situation permits our usual 
service to customers. 


JULES RACINE & COMPANY 


20 WEST 47th STREET, NEW YORK 19, N. Y. 
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CAPITALIZES ON COSTUME JEWELRY VOGUE 
(From page 192) 


tion of antique jewelry. Much of this has been sold ip 
recent years, but an occasional piece is placed with the 
modern costume jewelry to give the displays tone and tp 
add interest. 

Back of the costume jewelry section is a large mip 
rored wall case filled with glassware in deep, rich colon 
ing—wine and deep blue. Glassware is displayed also 
in a side wall case, where each individual piece is g9 
spaced that its individuality is not lost. Such attractive 
displays have created excellent sales in glassware for 


| the store. 


A special display case of identification bracelets for 
men and women in the service is placed near the front 
of the store where the items come to easy attention of 
all store visitors and result in many sales. 

An excellent display of men’s wedding rings in a large 
rose-lined tray along with diamonds and women’s wed- 
ding rings has seemed to suggest the “double ring cere- 
mony” to many engaged couples, for the sale of the rings 
has been excellent. Oftentimes the salesperson suggests 
the two wedding rings. In the windows, groups of inter- 
esting engagement rings and women’s and men’s wedding 
rings further interest in the double ring wedding. Often 
the showing of wedding rings is dramatized—particu- 
larly. those for the bride, shown as a smal] mannikin 
placed on a white satin-covered dias, with several types 
of rings in the foreground. 

Another interesting source of revenue comes from sale. 
of loose semi-precious stones. These sell especially well 
during the summer when there is much tourist patronage. 
Trays of the loose stones placed in the windows attract 
attention of transients who desire them as souvenirs of 
their trip to the locality. Boznu’s has become known as 
the shop with the fine collection of loose stones, a fact 
that brings in many persons who wish to have a new 
stone put in an old setting. 

At all times, trays of the loose stones are prominent 
in the shop, but in the summer, active promotion is put 
behind them. 





JEWELRY—A MEDAL FOR MOTHER 
(From page 188) 


Mother’s Day gifts found in other stores—principally 
flowers and candy. Simply use blow-ups of these as 4 
background for your best-looking (though not neces- 
sarily your most expensive items). Draperies in light 
shades and attractive flowers will enhance such a wit 
dow. 

The fact that Mother’s Day is a medium-priced gift 
day was emphasized by Henry Lambert of Lambert 
Brothers, New York, who told Jewe.iers’ Cincuvar 
Keystone that jewelers cannot expect to sel] many of 
their higher-priced items for Mother’s Day gifts. They 
should, therefore, push medium-priced pins, bracelets, 
necklaces and watches. The market for these is practi- 
cally unlimited and the higher bracket goods can be sold 
at other times of the year. ‘“Mother’s Day can be the 
average sized jewelry store’s most lucrative selling 
period if he makes it so,” says Mr. Lambert. 

The poster and other aids mentioned above may be 


THE JEWELERS’ CIRCULAR-KEYSTONE | 














1 Tomorrow’ s customers are eager todo Shea ic dif- 
ferently. ay want the new accessories that are 











: Silaiia for 


Consumer P reforenc e 


WEDDING RINGS—LADIES' AND MEN'S 

LADIES' COCKTAIL WEDDING RINGS 

BABIES’, CHILDREN’S & MISSES’ RINGS 

STONE RINGS—LADIES' AND MEN'S 

SIGNET RINGS—LADIES' AND MEN'S 

MEN'S RUBY RINGS—Reconstructed Rubies and Syn- 





Illustrated above is just one example 
of our quality ring line. Available in 
14K Yellow or White Gold, with thetic Rubies 


beaded edge and engraved center. @ EMBLEM RINGS—for K. of C., Elks, Moose, Masons, 


Good weight and priced for fast, 
profitable sales. Eagles and Oddfellows. And Many Other Types. 


Write For Our Complete Price List 


ill & company WHOLESALE JEWELERS 


-5 NORTH WABASH + CHICAGO 2, ILLINOIS + 16th FLOOR? 


*NOVELTY JEWELRY * WATCHES © WATCH MATERIALS AND JEWELERS’ SUPPLIES> 
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GERWE-BROWN 
feature 
OCULENS SUNGLASSES’ 


Nationally Advertised—Nationally Accepted 








Supersales Making Assortment No. 15 


38 Ass't Pairs retailing $1.98 to $5.50. 
Resale $119.48. Your cost $73.91. 


High quality frames made of Zyl sheet stock 
—optical hinges—wire inner core temples 








MEET PRECISION REQUIREMENTS 


Sun Glasses With Metal Gold Plated Frames 
Resale $5.50 Pr. Your Cost $40.00 Doz. 


GERWE-BROWN CO. 


18 W. Seventh St., Cincinnati 2, O. 
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obtained from the National Committee on the Observang 
of Mother’s Day, 393 Seventh Avenue, New York } 
’ 


N. Y. The poster is free and the jeweler’s set may be 
had for $2.65. 


BLUEPRINT YOUR MOVE! 
(From page 148) 


tent subordinate) and go to the new. Here it will 
your position to see that all fixtures, furniture, ete., are 
placed according to your directions. Be sure to haye 
your layout plan with you, as this will prevent much 
unneeded shifting of furniture. 

8. Make every effort to get things placed right the 
first time. Errors of placement cause much wasted time 
and effort. However, should any occur (and some most 
certainly will) make changes as you go. Don’t allows 
whole heap of mistakes to pile up—to await future cor 
rection which never occurs. 

9. Make moving an event! The sales potentialities 
brought on by moving are tremendous. Take advantage 
of them. See that the importance of your moving to 4 
new location is brought to public notice through adver- 
tisements.. Schedule your grand reopening—hold open 
house, with wafers and fruit punch for refreshments, 
Let it be known that things are doing around your neck 
of the woods. Make sure all advertisements carry your 
new address. Do these things, and the act of moving will 
actually have made you money—to say nothing of the 
prestige gained. 


"GLAMOR" DOLL SELLS HEIRLOOM JEWELRY 





This doll, representing the glamor girl of the past century, was 
used in a recent display of heirloom jewelry featured in the 
mond window of Sykes & Libby, Inc., 822 Chapel St., New Haven, 
Conn. The doll, designed and created by Miss Ruth Libby of the 


firm, had a dress of maroon velvet with touches of chartreuse greet 


and the bodice was heavily beaded. The hat was also of maroo# 
velvet, lavishly trimmed with pink ostrich plumes. The doll was be- 
decked with jewels and wore real kid gloves. The store reports 
the display created much interest and many sales were made. 
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“Always Better Values Direct From Providence” 
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This book describes practically every commercially 
important gem and gem material, classifies the SHOWCASES 
material according to various properties, includes NEW, MODERN AS LOW AS $75 











tables of comparative gem and gem material 
characteristics and presents available information 
on manufactured gems. Written by two outstand- 
ing authorities. Profusely illustrated. 


Now in full production, this new factory 
will enable us to meet the growing de- 
mands of the jewelry trade adequately 
e and promptly. Always first with the 


brightest ideas in jewelry displays . . . we 
Price $3.00 Postpaid are now also first for deliveries. 
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100 East 42nd Street, New York 17, N. Y. 


Ready for Immediate Delivery 


Timely Displays for Mother’s Day, 
Father’s Day, Graduation, June Brides, 
etc. Write for descriptions and prices. 


HONOR ROLL PLAQUES I | 
nt oe a WI IA M K 0 4 N 
These distinctive Honor Rolls are cast in a non-critical 
substitute for Bronze. They look just like Bronze. 
Low trade prices allow good profits, 
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U ONZE SIGN CO., INC. a is 

ot NITED STATES BRONZE SIGN CO.. IN 30 West 47th St., New York 19, N. Y. 
570 Broadway New York 12, N. Y. 

hat 

ide. ’ 

WR Apri, 1945 205 








New Giftwares 





“English Rose” is the oppropricte name of this soft-toned 
dinnerware potiern in Windsor Ware, from England. A gold 
line at the edge of the gadroon rim completes the design. 
From Fisher, Bruce and Co., 219 Market St., Philadelphia, Pa. 





Smart for the buffet table is this salad set in gloss wile 
satin finish in pastel tints. Set includes 10!/2" 2 
plate, 9" bowl, and plastic fork and spoon, retails for $1 


Other accessories ore available in this same finish. From 
Century Metalcraft Corp., 6101 N. Broadway, Chicago 40, ii 


t 


te? 


Good to look af ond 
practical to use is this 
8-piece cocktail set in 
crystal glass, made up 
of a 40-ounce jug, @ 
stirrer, and six | 
May be retailed for $& 
From Imperial Glow 
Corp., Bellaire, Obie, 


This endearing ceramic figure group is 
called the “Golden Wedding Poir.” It is 
modeled with on eye to fine detail, and 
hand-colored. Distributed by Frank McNiff, 
712 South Olive Street, Los Angeles, Calif. 


Here is a double- 
duty item—a plastic 
display case for the 
jewelry store's gift de- 
partment and a re- 
sale appointment for 
the home. It is an 
original by the Cali- 
fornia Belleek Co., 701 
N. La Cienega Bivd., 
Los Angeles 46, Calif. 


A port of the new line of Aristocraft decorative appointments is 
this pair of swon fiqurines—porticularly effective used with a 
Chinese-style Aristocraft bowl in a console set. Finished in antique 
white, the swans ore 10" long and retail at $3 each. From Multi 
Products, Inc., 1920 South Western Avenue, Chicago 8, Ul. 
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A 


COrte 


for the American Table 





ONLY FPNE GLASS CAN SIMULATE THE 

BRILLIANT LOVELINESS OF PRECIOUS GEMS, AND THUS. SPARKLING TABLE WARE 

HAS COME TO BE CHERISHED WITH THE SAME LOVING AFFECTION EVERY HOUSEWIFE 

LAVISHES ON ALL HER SENTIMENTAL POSSESSIONS. THROUGH CENTURIES, GLASS 

SUPREMACY HAS PROGRESSED FROM COUNTRY TO COUNTRY UNTIL NOW THE. LAST 
* 

WORD IN GLASS. QUALITY~IS PRODUCED IN AMERICA BY TIFFIN: NEW YORK OFFICE. 


1107 BROADWAY: CHICAGO OFFICE. 1573 MERCHANDISE MART: 712 OLIVE STREET, 


LOS ANGELES, CALIFORNIA. 


united states glass company °° ° tiffin, o. 
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This charming cream and sugar set in translucent china 
is decorated with the "Antique" pattern, deep-toned 
flowers combined with a rich embellishment of gold on 
rim,. foot, handles and knobs. Tray, 11” long, wholesales 
for $4.50; creamer and sugar, $4.75 a set. From Herman 
C. Kupper, Inc., 39 West 23rd Street, New York 10, N. Y. 


One of Spode's best-known 
patterns, this "Buttercup" 
design made its first ap- 
pearance in the early 
1800's and has continually 
maintained its popularity. 
The underglaze floral pat- 
tern is enamelled in tones 
of yellow, blue, and green 
over a clarek brown print. 
From Copeland and 
Thompson, Inc., 206 Fifth 
Avenue, New York 10, N.Y. 


Made of gold-plated sterling with fluted centers set 
with rhinestones is this handsome new sunburst pin and 
earring ensemble. The pins are priced at $51, $39, and 
$27 a dozen; the earrings at $45 a dozen. From the 
Jay Kel Jewelry Co., 307 5th Ave., New York 16, N. Y. 


New Giftwares 





Lucite pieces by Fine Arts of California. Undece 

is the fruit or flower bowl at the left, while the 
cocktail tray is engraved in leaf design with 
and handles in trimmed Lucite. They are distribul 
by G. P. Ellis, 721 Olive St., Los Angeles, Cg 


Sweetheart rings are a new, 
patented design— bands in 
beautifully detailed pierced 
patterns -which follow the en- 
tire circumference of the rings, 
done in 14K gold and priced 
at $6.50, $7.50, and $9.25 
each. Created by Walter 
Lampl, 608 Fifth Avenue, N. Y. 


These movable charms from Cuba are done in coin 
silver and are part of a series of about 30 different 
styles, all of them priced at $9 a dozen. Distributed 
by the Nanking Company, 423 Second Avenue, N. Y. 
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By MADELINE LOVE 


Because jewelers who sell china and glassware deal 
almost entirely with the higher-quality wares, they are 
closely concerned with the rising storm of debate on the 
future of the dining room. Will the postwar home have 
a regular-sized dining room with a full complenient of 
the traditional furnishings? Or is the dining room likely 
to shrink to half-size, a sort of adjunct to living room 
or kitchen, with correspondingly fewer furnishings? Or 
might it disappear completely, absorbed into the new 
and smartly-designed kitchen which is even now being 
developed? 

Good arguments can be marshalled to uphold each of 
these views, but no one can give the final answer today. 
Considering the trend toward less, rather than more, 
work in the home, and the present—and. probable future 


—dearth of domestic help, it is almost certain that 


changes in dining habits will continue after the war. 
And if, as seems likely, these changes tend toward less 
formality, the effect on sales of fine tableware is too 
obvious to be comfortable. Manufacturers and sellers of 
all dining room equipment might well do a bit of think- 
ing—co-operative thinking—about this possibility before 
it acquires — formidable proportions. 


years, and is back at his desk with Josiah Wedgwood 








There will be lead for glass tableware, after all—g 
least for the next six months. Manufacturers of legg 
glass stemware have convinced the WPB that by divid 
ing among them the stocks of lead held by a few fag 
tories, the supply can be spread out sufficiently to permit 
all of them to keep going at full production for three 
months or 50 per cent for six months. The lead cannot 
be used for ornamental glassware, but that restriction 
has been in effect for a long time and no jeweler yi] 
worry about that so long as he can get some lead stem. 
ware. 





* @ 


Newsettes: The Fostoria Glass Co. (Fuller & Smith & 
Ross, agency) has received an award of merit by the 
Associated Business Papers for its distinctive “Womey 
at Work” advertisements last year. . . . Hensleigh (, 
Wedgwood has been honorably discharged from the Roy- 
al Canadian Naval Reserve, in which he served for two 


and Sons, Inc. . . . A cocktail party in mid-March 
opened the new and handsomely decorated showrooms of 
Claude M. Sperling in Suite 545, 225 Fifth Avenue, 
New York; a color effect combining raspberry and lime 
green, with a carpeting of spruce green, has been used 
in the decorations, . . . Migo Associates, representing 
several lines of giftware and costume jewelry, have 
opened new showrooms at 801-802 Pacific Building, San 
Francisco. .. . The Leo Kaul Importing Agency, 115 §. 
Market St., Chicago, has some good-looking new Co- 
lonial figurines on bird-designed wood brackets.. 








Hand-Made Sterling Jewelry ...... 


All above items can be had in either 
sterling or gold-plate at same prices 


Ask for our $100 assortment of fast-selling pins, 
earrings, rings, and bracelets. 


NANKING COMPANY 


.. New York 10, N. Y. 


423 Second Avenue 








#C350—Leaf and flower pin... $6 each 





#977—Flower barrette ...... $5.25 each 
#C37—Flower earrings ...... $2.75 a pair 
¢976—Butterfly barrette ..... $5.25 each 
#949—Butterfly earrings... .. $2.75 a pair 
#949P—Butterfly pins ....... $6.75 set of two 
$330—Fish pins ........... $6.50 set of three 
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OPA Sets Rules On Cost Absorption 
For Retailers in All Lines of Trade 


Formulate Procedure fer 
Retailers on Increases; 
Also Other OPA Actions 


Standards to be used by the Of- 


fice of Price Administration in de- 
termining whether individual retail- 
ers and wholesalers will be required 
to absorb their suppliers’ price in- 
creases instead of passing them on to 
consumers were outlined early in 
March by James F. Brownlee, 
deputy administrator for price. 

Mr. Brownlee’s statement of policy 
came after talks with representatives of 
the distributive trades, including several 
speaking in the interests of jewelry and 
allied fields. The policy applies to re- 
tailers and wholesalers dealing in all 
commodities. 

Since OPA first was organized, retail- 
ers and wholesalers have been required 
from time to time to absorb price in- 
creases granted at the manufacturing 
level. Not until recently, however, have 
standards been worked out for the dis- 
tributive trades in as much detail as 
those already applied to manufacturers. 
The chief problem at the recent confer- 
ence was to develop a method of measur- 
ing the amount of increase in supliers’ 
prices that retailers and wholesalers 
could be expected to absorb. Sugges- 
tions were exchanged with the trade, and 
the latter’s proposals were carefully con- 
sidered, OPA sald. 


TWO CONDITIONS 


Out of these discussions came the fol- 
lowing decision in regard to conditions 
under which retailers may pass increases 
on to consumers: (1) Only if it is neces- 
sary to permit an industry ‘as a whole 
to maintain its earnings at peacetime 
levels, or (2) to prevent the margin on 


& commodity from falling below the’ 


trade’s operating expense rate. 

This minimum margin below which 
wholesaler and retailer margins on a 
particular commodity will not be re- 
duced by absorption of price increases 
is defined as the expense rate or the pre- 
vious margin on the commodity, which- 
ever is lower. OPA now accepts, with 
some limitations, the trade proposal to 
use the individual seller's expense rate 
in measuring the minimum margin for 
commodities subject either to “freeze,” 
as is the case with certain Swiss watches, 
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or seller’s historical margin types of 
price control, as is the case with most 
other items in the jewelry field. 


SPECIAL ALLOWANCES REJECTED 


The trade’s proposal to add special 
allowances to the expense rate in com- 
puting the minimum margin is rejected 
by OPA. This refers particularly to 
profit allowances, or to tolerance in an- 
ticipation of changes in operating costs 
or volume of sales. 

At a meeting of the National Confer- 
ence of Business Paper Editors on March 
19, Chester Bowles, chief of (OPA told 
members of the trade press that the “im- 
portant thing to remember is that we 
must adhere to our standards.” Each 
individual appealing before OPA for 
relief on certain regulations thinks that 
no harm will be done if an exception is 
made in his case, Mr. Bowles said, but 
on the contrary, the entire structure of 
OPA would collapse if special. consider- 
ation were given to individuals. 





In answer to appeals from trade 
spokesmen that these policies not be con- 
sidered a formula for reconversion 
goods, Mr. Brownlee said that they were 
“always subject to review whenever con- 
ditions change significantly in the trade 
or in the national economy.” 


POSSIBLE ACTION 


A new action, MPR 580, effective 
March 20, has been taken by the OPA 
to tighten control over certain commed- 
ities, not including jewelry. There is a 
possibility, however, that jewelry and 
allied goods may soon come under such 
a ruling. In essence, the ruling replaces 
“frozen ceilings” and other price regu- 
lations with individual mark-ups for each 
store, frozen as of March 20 for each 
class of goods sold. This means that 
as manufacturers raise or lower prices, 
the retailer will be able to maintain the 
same margin on each individual item. 
The order covers only clothing, textiles, 
furniture and house furnishings. 





THE ACCUSING FINGER 
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i 
Sol Charak, 50, a mild mannered Brooklyn jeweler, doesn't often get fightin 


snutwonut Neus vhoto 


g mad, but when 





he does, its something spectacular. Early in March a trio of holdup men tried to take nearly 












$8,000 in merchandise from his store, but before Charak got through with them the whole 
neighborhood was on a wild chase that ended in the recovery of the jewelry and capture 
of one of the robbers. The jeweler, recovering from ‘injuries in Harbor Hospital, points an 
accusing finger at the alleged attacker, Thomas Somma. In the background are Asst. Dis- 
trict Attorney Louis Aldino, Asst. District Attorney George H. Kerner, and detectives. 
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Little Hope Held For Lifting Trade Show Ban 


Spokesmen Try in Vain 
To Alter Ruling But 
Col. Johnson Stands Firm 


Because the present convention 
ban applies to seasonal merchandise 
display shows normally held in many 
regional centers, which smaller mer- 
chants were accustomed to attending 
in order to save extra buying trips 
to larger cities, such as New York 
and Chicago, these merchants have 
been seeking Congressional assis- 
tance to modify the total convention 
ban on all gatherings of more than 


50 persons. 

After taking this matter up with Col. 
J. Monroe Johnson, ODT Director and 
Chairman of the War Committee on Con- 
ventions, the House Small Business Com- 
mittee was informed that the committee 
will not recede from its position or make 
any exceptions to its total ban rule. 

The Johnson Committee admits that 
the ruling does work some hardship on 
small merchants obliged to take several 
trips where one buying excursion to a 
regional show formerly served the same 
purpose. The Committee, holds, how- 
ever, that these regional shows con- 
tribute to peak transportation load and 








overload vital hotel accommodations in a 
manner which does not aid the war effort. 


ODT'S POSITION: 


Summary of Mr. Johnson’s position is 
as follows: 

1. The United States is still fighting 
a two-front war at a time when it had 
been hoped the end of the European 
conflict might have already come, thus 
relieving the lines of the heavy burden 
of two-way military transport in this 
country. : 

.2. Heavy military procurement de- 
mands for the same strategic metals and 
machinery as are used to build railroad 
transport equipment have prevented rail- 
roads from adding new power plants and 
rolling stock needed for all transporta- 
tion purposes. Railroads are now using 
mostly old equipment requiring frequent 
repairs. 

8. Increased troop movements within 
this country, carrying both fresh and 
wounded troops, have placed additional 
heavy burdens on these already over- 
loaded rail accommodations. 

4. Severe storms of the past winter, 
particularly in principal industrial states, 
tied up movement of important war ma- 
terials. As late as mid-March, in cer- 
tain northeastern freight yards, hundreds 
of freight cars containing vital war goods 
could not be moved for lack of locomo- 
tives to null them. 

5. Engines and cars are being pulled 





Van Heusen Charles, Albany Jewelers, Under New 
Ownership; William Theis, Charles Heisler on Staff 


A board of Albany, N. Y. business 
men has taken over the Van Heusen 
Charles Company, 466-470 Broadway, 
Albany, N. Y., prominent dealers in 
jewelry and art ware. 

Reorganization plans of the concern 
failed in December, 1943, and an out- 
of-town group, headed by Jacob B. Gor- 
don of Boston and Benjamin F. Finn of 
New York took over the business, for a 
reported sum of $414,000. 

On January 19 control was relinquish- 
ed to a newly elected board of directors 
including Rustam K. Kermani, who 
headed the original reorganization board, 


CHARLES HEISLER 





Harry W. Albright, Willard J. Suther- 
land, Jr., and Frederick S. Harris of 
Albany, and William L. Clush of Troy. 

Charles Heisler continues as secretary 
and general manager; Mr. Kermani has 
been elected president and treasurer and 
Mr. Clush, vice president. William 
Theis has joined the firm as manager of 
the jewelry and watch departments of 
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the store. Mr. Theis, editor of Guilds, 
organ of the American Gem Society, as- 
sumes his new duties after twenty years 
of service with the Webb C. Ball Com- 
pany, Cleveland’s oldest jewelry store. 
Mr. Clush will serve as general man- 


WILLIAM THEIS 





ager of the establishment. A graduate 
of the University of Pennsylvania, he is 
past chairman of the Retail Merchants 
Bureau of Troy, N. Y. 

Mr. Kermani is a native of Iran, and 
came to this country in 1925 to study 
American railroads for the Persian gov- 
ernment. He formerly operated a rug 
department in the Van Heusen Charles 
store. All employes and present policies 
of the concern will be retained, and new 
departments opened as soon as new 
merchandise can be obtained. 





Charles C. Moore of Rockmart, Ga., 
and his brother, Farl Moore, of Thomas- 
ton, have’ purchased the Crawford 
Jewelry Company store in LaGrange, Ga. 








off lines in interior sections to relieve 
bottlenecks in certain industrial areas 

6. Hotel accommodations in principal 
cities, including regional centers where 
merchandise shows are usually held, are 
already badly overloaded to a_ point 
where holding of any gathering of per. 
sons not directly working in the war ef. 
fort means only that persons engaged 
in military or war production work cap. 
not find accommodations when conven- 
tions are being held. 


MAY BE TEMPORARY 


It is hoped that the total ban wil] 
only be a temporary measure. To relax 
the ruling for one city and not for all 
would place the Johnson Committee in a 
position where more time would have to 
be devoted to surveying local claims 
than could be devoted to the main duty 
of expediting movement of war traffic. 

Conventions, conferences and gro 
meetings which have an out-of-town at- 
tendance of 50 or less in addition to 
the local attendance do not require per- 
mits. Trade shows require the approval 
of the War Committee on Conventions 
if attendance or entries come from an 
area outside that served by local trans- 
portation facilities and if hotel sleeping 
accommodations are needed. | 





Management Efficiency is Key 
Problem of Retailers, Ohio Small 
Business Commission Finds 


The Ohio Small Business Commission, 
created by the Legislature to study the 
“serious plight” of small business, has 
recommended “a broad expanded pro- 
gram of business research and educa- 
tion” to increase the efficiency of small 
business, following hearings held in 14 
Ohio cities last year at which represen- 
tatives of all kinds of retail business 
were heard. The commission is com- 
posed of ten legislators and five persons 
named by the Governor. The group 
headed by Sen. C. Stanley Mechem, Nel- 
sonville, shoe store proprietor, said it 
uncovered numerous handicaps to small 
firms which could be eliminated by legis- 
lation, but that problems to a large ex- 
tent were “problems of competitive busi- 
ness generally, and of management ef- 
ficiency.” 

The commission urged that a program 
of research and education be conducted 
bv the Bureau of Business Research at 
Ohio State Universitv, with $97,810 4 
year to be appropriated for that pur 
pose. Specific pro‘ects in the program 
would include the design and promotion 
of simplified, modern accounting sys 
tems; studies of operating costs and 
profits, comparative tax burdens on busi 
ness, personnel compensation and meth 
ods of selection and control. 

The program aims at giving smaller 
business access to techniques already 
used by large firms. This includes 
analysis of costs of distribution, price 
changes, and their causes; publication of 
information on sales trends, market op 
portunities, and selling and operating 
procedures; publication of a directory t 


_promote Ohio manufacturers, and 


semination of information about oppor 
(Please turn to page 226) 
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Watch Import Prospects Brighter, Says Gsell 


But Don't Expect Quick 
Solution of Problems, 
Watch Assemblers Warned 


Although the greatest obstacles to 
the Swiss watch supply have been 
met and overcome, there will be no 
quick and complete solution to all im- 
port problems in the near future, ac- 
cording to Roland Gsell, retiring 
president of the American Watch As- 


semblers Association. 

Mr. Gsell, delivering the president‘s 
yearly report at the annual meeting of 
the association on March 14, emphasized 
the fact that the resumption of export 


. transportation by Switzerland came as a 


result of current negotiations between 
the. United States, Great Britain, France 
and Switzerland. With the conclusion 
of the negotiations, still more improve- 
ment in transportation and communica- 
tion can be expected. 

However, factors other than physical 
limitations will affect the flow of 
watches into this country, Mr. Gsell 
pointed out. “As long as Switzerland 
cannot import as much as she exports to 
dollar countries, her restrictions on ex- 
ports will have to continue in order not 
to increase her frozen dollar balances 
here,” he stated. 

Debunking the idea that because 
watch imports reached 7,500,000 units in 
1943, they are continuing to maintain 
that rate, Mr. Gsell estimated that im- 
ports in 1944 probably dropped _ by 
1,500,000 units, actually totalling only 
about. “6,000.000 to 6,500,000 units.” This 
was apparently due to steps taken by 
the United States and Swiss govern- 
ments, preventing “indirect imports” 
through other countries. Action was 
taken against indirect imnorts because 
of bg serious exchange problems it cre- 
ated, 


DROP EXPECTED IN 1945 


Predicting that “under the general 
terms and conditions prevailing now,” 
watch imports for 1945 may drop to 








5,250,000 units, the speaker declared that 
this is approximately the Swiss export 
quota for movements and watches to the 
U. S. He added, however, that the 
agreement just concluded at Berne 
changes the aspect of the quota problem 
and considerable easing of trade restric- 
tions is expected during the coming 
months. 

Figures on watch imports do not tell 
the whole story, said Mr. Gsell, since the 
United States annually exports 2,000,- 
000 units per year and over 1,000,000 is 
delivered to the armed services. This 
makes considerable inroads into any es- 
timate of the number of watches avail- 
able to U. S. retailers. 

Mr. Gsell deplored the fact that the 
OPA saw fit to issue a 15,000-word 
order (RMPR 499) on watch prices a 
few weeks before the Christmas season, 
thus adding to the difficulties already 
created by the delay in watch shipments. 
Recommendations by the Importers Ad- 
visory Committee that the order be is- 
sued after the first of the year were dis- 
regarded, he said, and a trade meeting 
had to be called to clarify the regula- 
tions to importers. “Due to the demand 
on my time in other directions; I have 
resigned as chairman of the Importers 
Advisory Committee to the OPA and 
also as a member of that committee,” he 
added. 


CONFERENCE ON TRADE TERMS 


A trade practice conference, Mr. Gsell 
r vealed, will be held on or about April 
19 to discuss clarification of such names 
and definitions as waterproof, shock- 
proof and non-magnetic. “We are look- 
ing forward to a settlement, one way or 
another, of the controversy regarding 
the use of these terms,” said the speaker. 

Declaring that a high tariff is detri- 
mental to a highly industrialized country 
such as ours, Mr. Gsell urged lowering 
of the tariff as a means of smoothing 
the path of post-war world trade. Our 
country is called on, he said, to assume 
an aggressive leadership in the general 
reduction of tariffs . throughout the 
world. “What we all desire is peace in 
the world and no peace is final unless it 

(Please turn to page 235) 





Onyx Marble Not Semiprecious, So Not.Properly Taxable, 
Says Gemological Institute in Letter to Tax Department 


The recent ruling by the Treasury De- 
partment that articles made entirely or 
substantially of onyx or onyx marble, in- 
cluding ash trays, hook ends, etc., are 
subject to the jewelry tax has caused 
considerable confusion among retailers. 

ANRJA points out in the March issue 
of the association’s bulletin that, ques- 
tions of fact arise in -the case of many 
articles which are made partly of onyx 
marble and partly of other materials. 
At what point of proportion between 
them does the article cease to be “sub- 
stantially” of onyx? The dealer can only 
ue his best judgment, and his decision 
may not always agree with that of the 

collector since there is no fixed rule 
by which to draw the line. 
Gemological Institute of America 

4 letter to the Bureau of Internal 

venue, dated March 1, makes the point 

t there is no authority in the tax law 
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_ silverware, 





for applying the tax to any article on 
the ground that it is made wholly or in 
part of onyx marble. 

The law says that the tax is levied on 
the retail sale of all articles commonly 
known as jewelry; precious and semi- 
precious stones, and imitations thereof, 
watches, clocks, etc. The 
Treasury Department says that the onyx 
used for book ends, ash trays, etc., is a 
semi-precious stone and therefore that 
articles made of it are taxable. 

This, says the Gemological Institute, is 
not the case. True onyx is of course a 
semi-precious stone, but, the letter 
points out, the articles in question are 
not made of true onyx but of onyx 
marble, which is an entirely different 
material, although the two are often a 
fused. 

Onyx is a variety of quartz, with a 

(Please turn to page 226) 





Price Ceilings Set for Compasses 
Released By Army for Civilian Use 


Army pocket compasses that have be- 
come obsolete for military use and are 
now available for civilian’s have been 
provided with dollar-and-cent ceiling 
prices by the Office of Price Administra- 
tion. 

The following ceilings, effective since 
March 8, 1945, apply to new compasses: 
On Treasury Procurement and manufac- 
turers’ sales to stocking jobbers, $1.80 
per compass; on Treasury Procurement 
and manufacturers’ sales to non-stock- 
ing jobbers, $2.00 per compass; on sales 
by manufacturers to retailers, $2.00 per 
compass; on sales by jobbers to retail- 
ers, $2.40 per compass; on sales by re- 
tailers who buy direct from manufac- 
turers, $3.60 per compass; on sales by all 
other retailers, $4.00 per compass. 

All compasses must be tagged with the 
retail ceiling price. 

Used compasses may be sold at ceil- 
ings 75 per cent of those for new com- 
passes, provided that no part necessary 
to make the compass fully useful is miss- 
ing, it is in good working order, it can 
be used without further repair, it is free 
from dents and is of good appearance. 
Used compasses not meeting these condi- 
tions will have ceilings at one-third of 
those established for new compasses, 
They are of watch size, with radium 
points and automatic stop, weigh 2% 
ounces and have grained metal hunting 
type cases. 

OPA has been advised that 606,000 
new ahd 76,500 used compasses have been 
turned over to Treasury Procurement 
for civilian use. These compasses will be 
sold in practically all regions of the 
country. 

The Army states that the compasses 
have been standard troop equipment 
since the last war and have become obso- 
lete for military use since the develop- 
ment of a liquid-fil! wrist compass, which 
has proved more reliable and practical 
in combat. 





Officers of Westchester Jewelers 
Installed at Annual Dinner 


Officers of the Westchester Association 
of Jewelers, Westchester County, New 
York, all of whom were recently re- 
elected for another year, were formally 
installed at the annual dinner meeting 
held at the French Chef Restaurant in 
Yonkers, on Tuesday, March 20. 

They are: President, Mrs. Mabelle 
Beerman, Max Beerman Jewelers, Yon- 
kers; vice-president, Meyer Gordon, 
White Plains; secretary, Mrs. Victor 
Ross, New Rochelle; treasurer, M. Wil- 
son, Wilson & Son, Scarsdale, N. Y. 

The installation was conducted by Sam 
Jacobson, president of the Bronx Retail 
Jewelers Association, as installing offi- 
cer. 

Speaker of the evening was Fred V. 
Cole, Editor of Jewerers’ Cmcviar- 
Keystone, who discussed briefly the 
present merchandise situation and the 
outlook for the near future. 

Clever and intimate entertainment — 
throughout the dinner was provided by 
Jack Downing and his attractive femi- 
nine assistant. 
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A MATCHLESS JEWEL 


The Peer of all Lighters ... to 
retail at $1.00. Made with the 
faultless precision of a fine watch. 
No gears, no wheels, nothing to 
get out of order. Packed one 
dozen to a display carton... in 
three colors, black, green and red. 
Shipment at once! 


YOUR COST $7.20 per DOZEN 
F.O.B. Kansas City 
SOLD IN DOZEN LOTS 


* TERMS: 2% 10 Days... Net 30 Days 


- 


MIDWEST WHOLESALE JEWELERS 


612 MINNESOTA AVENUE BLOG 
KANSAS CITY 11, KANSAS 











Present Slate of Officers of Jewelers Vigilance 
Committee Renominated; Election to Be Held April 3 


Gustav H. Niemeyer, Walter N. Kahn 
and Sigmund Cohn have been renomi- 
nated as chairman, vice-chairman and 
treasurer, respectively, of the Jewelers 
Vigilance Committee. The nominating 
committee, headed by Jacob Mehrlust, 
also submitted the names of 80 nominees 
for membership on the board of direc- 
tors. Election will take place at the 
annual meeting of JVC, to be held Tues- 
day, April 3. . 

The following men, representative of 
various phases of the jewelry industry, 
have been nominated for directorships: 


"Harold Alberts 


President—National Wholesale Jewel- 
ers Association, 
I. Alberts’ Sons, Inc., 
873 Washington Street, 
Boston 8, Mass. 
Fred A. Bullock 
President—New England Mfg. Jewel- 
ers & Silversmiths Association, 
Dolan & Bullock Co., Inc., 
7 Beverly Street, 
Providence 3, R. I. 
Arthur P. Care 
E. W. Reynolds Co., 
815 West 5th Street, 
Los Angeles 18, Cal. 
Sigmund Cohn 
Sigmund Cohn & Co., 
44 Gold Street, 
New York 7, N. Y. 
Fred B. Dreifus 
President—National 
Credit Jewelers, 
Dreifus Jewelry Co., 
60 South Main Street, 
Memphis 8, Tenn. 
Walter Eitelbach 
President—Jewelers Security Alliance, 
Walter Fitelhach & Co., Inc., 
608 Fifth Avenue, 
New York 20, N. Y. 
George Engelhard 
NATIONAL JEWELER, 
531 South I.a Salle Street, 
Chicago 5, Tllinois. 
P. M. Fahrendorf 
Jeweters’ Cracrt.ar-KEYsTonE, 
100 East 42nd Street, 
New York 17, N. Y. 
Roland A. Gsell 
President—American Watch Assem- 
blers Association, 
R. Gesell & Co.. Ine., 
15 West 37th Street, 
New York 18, N. Y. 
James TI. Hetzel 
Eisenstadt Mfg. Co., 
Locust & 11th Streets, 
St. Louis 1, Missonri. 
Clifford Josephson, Jr. 
President—American National Retail 
Jewelers Association, 
C. I. Josephson, Jewelers, 
1514 5th Avenue, 
Moline, Tllinois. 
Walter N. Kahn 
President—American Jewelers Protec- 
tive Association, 
I.. & M. Kahn & Co., 
608 Fifth Avenue, 
New York 20. N. Y. 
Beniamin S. Katz 
The Gruen Watch Co., 
Time Hill, 
Cincinnati 6, Ohio. 
= M. Kendig 


Association of 


resident—American Jeweled Watch. 


Manufacturers Association, 
Hamilton Watch Co., Lancaster, Pa. 





Edward Krehbiel 
Black, Starr & Gorham, Inc., 
594 Fifth Avenue, 
New York 19, N. Y. 
Victor A. Lambert 
Lambert Bros. Jewelers, Inc., 
Lexington Avenue & 60th Street, 
New York, N. Y. 
William F. McChesney 
Gorham Manufacturing Co., Inc., 
Providence 7, R. I. 
Thomas G. McMahon 
President—Chicago Jewelers Associ 
tion, 
Thomas J. Dee & Co., Inc., 
55 East Washington Street, 
Chicago 2, Illinois. 
Jacob Mehrlust 
President — Platinumsmiths Associ. 
tion, 
J. Mehrlust, 
6 West 48th Street, 
New York 19, N. Y. 
Charles J. Michaels 
Michaels, Inc., 
705 Main Street, 
Hartford 3, Connecticut. 
Frank Milhening 
J. Milhening, Inc., 
27 East Monroe Street, 
Chicago 8, Illinois. 
Leopold Nathan 
President — Precious Stone Dealey 
Association, 
S. Nathan & Co., Inc., 
610 Fifth Avenue, 
New York 20, N. Y. 
(Please turn to page 227) 
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DIAL 
REFINISHING 


Service You Can 
Sell with a Smile 


NO STOCK WORRY 
NO LABOR WORRY 
NO PRIORITY WORRY 


An Accommodation to 
Your Customers 


Involving LITTLE EFFORT AND 
BIG PROFIT for Your Store 


Coast to Coast Service 


KIRK-RICH DIAL CORP. 


Heyworth Bidg., CHICAGO 
220 W. 5th St., LOS ANGELES 


Clark Bidg. 


Allen Bidg. 
PITTSBURGH 


DALLAS, TEX. 


Seaboard Bldg. 


150 Post St. 
SEATTLE, WASH. SAN FRANCISCO } 
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Surplus Naval Watches 


Released by Treasury 


Ceiling prices have been established 
on two types of watches purchased by 
the Navy for use on gun cameras, a 
‘}imited number of which are now being 
sold for civilian trade by the Surplus 
Property Division of the Treasury De- 

artment, OPA has announced. Prices 
are established under Order No. 40 to 
Supplementary Order 94. 

Approximately 60 of these watches are 

being sold by the Washington, D. C., 
Office of the Treasury and about 100 
are being sold by the San Francisco 
fice. 
; The new ceilings, which are effective 
March 14, will apply not only to these 
two particular lots but to any other 
sales of the same type watches that 
may be made later by the Treasury. 

The ceilings for sales to any person 
of the watches “as is and where is” will 
be $20.25 each for a 17 jewel Hamilton 
watch movement and $7.75 for a seven 
jewel Elgin watch movement. Both 
movements are mounted in chrome cases 
which in turn are attached to small steel 
plates and are designated “Navy gun 
camera watch.” 

The watches are not suitable for use 
“as is” by the ordinary civilian. The 
movements, however, are suitable for re- 
mounting in wrist watch cases. The 
watches are both new and used and 
some of the new ones have been in stor- 
age for three years. They are all men’s 
sizes and originally cost the Government 


On any sale, when remounted, the 
seller will have to apply to the OPA 
National office for a ceiling price giving 
description of the type of case used. In 
the event of any resale of the watch 
movements “as is” the ceilings will be 
the same as on original sales by the 
Treasury plus transportation charges. 





Restrictions On Most Metals to 
Be Tightened, R. E. Sylte, WPB, 
Tells Chicago Credit Jewelers 


The members and guests of the Chi- 
cago Credit Jewelers Association were 
treated to a double feature at the March 
dinner meeting at the Standard Club on 
March 7th. In opening the meeting 
President Valentine Jones, fresh from a 
month’s sojourn in Florida, asked that 
toll call and other formalities be dis- 
—— with and introduced R. E. Sylte, 

riorities Analyst, W. P. B., who gave 
important information on the various or- 
ders concerning metal which may or may 


not be used in the manufacture of. 


jewelry, particularly those regulating the 
use of lead and tin. By elimination he 
left the jewelry trade only the use of 
gold, silver, aluminum and magnesium. 

Following this talk Captain Walter 
Sereda, 24th Infantry, U. S. Army, who 
recently returned from nearly three years 
in the South Pacific gave a talk on his 
experiences, illustrating with lantern 
slides. 

During the business session President 
Jones presented Benjamin Rudolph, 
chairman and past president of the 
NACJ, who was returning to his home 
in Syracuse from a visit to Arizona and 
California. Mr. Rudolph urged ethics in 
business and cooperation to bring about 
the highest standards of business in the 
industry. 
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“Anything to keep him happy 
till he gets his SESSIONS Clock!” 


O need to tell you how great the demand for Sessions Clocks is 
today! You’re in a position to size up this demand better than 
anyone else. 

But just you wait! 

Wait till the mew line of Sessions Self-Starting Electric Clocks appears 
on your shelves. It will dazzle you with everything from popular-priced 
alarm and household clocks to swank, suavely-styled Westminster 
Chime models. 

Wait till Sessions’ postwar national advertising and merchandising 
campaigns start “telling the world” about this new line-up. 

You'll see a demand for Sessions Clocks that beggars anything you’ve 
ever experienced .. . that will put more clock profits in your pocket than 
you can shake a stick at! The Sessions Clock Company, Forestville, Conn. 


essions (locks 


“The House of Westminster Chimes” 


. Yio aes 
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‘. products look to Emmet. 


2837 W. PICO BLVD. 
LOS ANGELES 6 
CALIFORNIA 















WESTERNAIRE 
#476. Side pocket 
wallet. The same 
fine construction, 
hand-turned, silk 
. In genuine 
Morocco or Pig to 
retail at $12.00, in 
genuine Sharkskin 
at approximately 
$14.00. 


lined 


Whether it's a wallet, a picture 
frame, a keycase...by Emmet...you'll 
‘find careful désigning and craftsman- 
ship in keeping with fine old Califor- 
Nia traditions. For excellence in leather 


FRANK A. EMMET CO. 





WES TERNAIRE 
#477. A-consey 
hand-turned bil 
fold. Stream 
lined with silk to 
make it lite- 
weight and slim. 
Available ingenu- 
ine Morocco and 
genuine Pig to re- 
tail at $8.00, in 
genuine Shark- 
skin at approxi- 
mately $10.00. 








MB NO DATA 
INSUFFICIENT DATA 


If 1945 sales follow the trend set in 
January, jewelers will continue to have 
few worries about sales and many about 
supplies. With figures in from 581 stores 
in 34 states, the Bureau of Census report 
shows that $4,078,681 in sales were made 
by independent jewelry stores in Janu- 
ary. During the same month in 1944 
sales reached $3,864,531. 

* The 5 per cent increase over last year 
is considerably less than the general 11 
per cent increase apparent throughout 
the retail trade. The fact that January 
is a traditional low point in gift and 
luxury lines plus a sudden spurt in sales 





Fred R. Keller of Seve Richardson 
Company Passes the Half-Century 
Mark in the Jewelry Industry 


Fred R. Keller was able to look back 
over 50 years in the jewelry business on 
March 25. Mr. Keller, treasurer of Enos 
Richardson Company, New York whole- 
salers, has been with the firm since 
March 25, 1895. 

Starting as a salesman in the mid- 


FRED R. KELLER 





nineties, Mr. Keller remained with Enos 
Richardson throughout his long career 
and now is also treasurer of the com- 
pany’s manufacturing plant in Newark. 
Mr. Keller is considered the “senior 
salesman” of the company by his asso- 
ciates who feel that a proper sobriquet 
for him would be “known to the trade 
for half a century,” a paraphrase of the 
company’s slogan. 

Mr. Keller has been closely associated 
with several organizations in the jewelry 
field, including the Philadelphia Jewelers 
Association, of which he is a past presi- 
dent, the Jewélers Fraternal Association, 
the Brotherhood of Traveling, Jewelers, 
and the 24 Karat Club of New York. 


JANUARY SALES ARE OVER 1944 HIGH 
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of shoes and clothes because of fear of 
new restrictions, help to explain the 
slight lag in jewelry. 

Still leading in the upswing of jewelry 
sales are the southern states, particul 
those in the South Atlantic and the East 
and West South Central areas. Florida 
showed a 41 per cent increase, Georgia, 
30 per cent, and Arkansas, 44 per cent, 

Other sections are holding strong, de- 
creases appearing in only a few scattered 
states. One large city, St. Louis, showed 
an 8 per cent decrease. Five other large 
cities reporting all showed increases; 
Chicago, 2 per cent; Los Angeles, 7 
cent; Portland, Ore., 8 per cent; on 
Francisco, 5 per cent, and Seattle, 16 
per cent. 
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JEWELERS and 
THEIR EMPLOYEES 


* 


why do you pay 2/3 more 
for your fire insurance when 
the Jewelers’ Own Company 
makes this great saving for 
you 


we insure stock, buildings, 
dwellings and _ household 
goods 

. 


Write to-day to 


NATIONAL JEWELERS 
MUTUAL FIRE 
INSURANCE COMPANY 


Jewelers Insurance Building 


NEENAH, WISCONSIN 
“savings & protection since 1914” 
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Drastic Changes in Jewelry Industry Predicted By 
G. H. Niemeyer at Southern California 24 Karat Club 





6. H. Niemeyer is congratulated by South- 

ern California 24 Karat Club officers fol- 

lowing his talk on post war trade practices. 

The jovial gentlemen are, in the usual order, 

Ben Shapiro, president, Mr. Niemeyer, Max 

Strasburg, vice president, and Herman 
Siegel, secretary-treasurer. 








LOCKETS 


1/20-12K Gold Filled 
112 P—Mother-of-Pearls with 
various G.F. wire scrolls. ..$30.00 doz. net 
112 E—Two-Tone engraved as- 
sorted styles ............ $30.00 doz. net 


CHAS. STRICKO & CO. 


740 Sansom St., Philadelphia 6, Pa. 
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“More goods for more people at lower 
prices is sound post-war economy,” G. 
H. Niemeyer, president of Handy & 
Harman and chairman of the Jewelers 
Vigilance Committee, told the 24 Karat 
Club of Southern California on Febru- 
ary 19th. 

Speaking at a special meeting held at 
the Beverly Hills Hotel in his honor, 
Mr. Niemeyer declared that “the days 
of high prices and long profits are gone 
forever, as are the days of doing 75 per 
cent of a year’s business in a few 
months.” Mr. Niemeyer emphasized the 
need for sound financial methods, warn- 
ing that wartime conditions are not nor- 
mal and that “the time will come when 
jewelers will desperately need capital to 
carry on their business.” 

Manufacturers and jobbers, he warned 
cannot be expected to carry the postwar 
burdens of those jewelers who in the 
past “held on by their eyelashes.” “While 
some of their capital is now fluid, the 
time is coming when they must have capi- 
tal reserves in order to exist,” he cau- 
tioned. 

The speaker deplored the fact that 
many men are “coming into the industry 
with no respect for the traditions of the 
craft.” “Every day,” he said, “we find 
instances of chiseling, cheating on 
quality and the like. If these practices 
are continued, they will inevitably come 
back to haunt us because there is no 
other industry that needs the confidence 
of the public as does the jewelry trade, 
where the customer realizes he knows 
little about values and therefore must 
feel that he can trust the jeweler to 
guide him.” 

The speaker pointed out that although 
the Vigilance Committee is constantly 
striving to maintain a high standard of 
ethics, what is most sorely needed is the 
good conscience and cooperation of the 
individual jeweler. 

Mr. Niemeyer also forecast a change 
in retailing methods. The retail jeweler, 
he observed, will have more competition 
than he now realizes, and to meet that 

(Please turn to page 235) 

















But, right now it’s... 


FULL TIME WAR WORK 
FOR HER 


This young lady once spent 
45 hours each week making 
Gilbert clock parts. Later, her 
skilled fingers and mechanical 
“know how” were divided be- 
tween clock work and war 
work. Now, she’s 100% on 
war work and hasn’t made a 
clock part in months. 


‘Today, she typifies Gilbert’s 
organization. The craftsman- 
ship is here; improved ma- 
chines and plant facilities are 
here. Some day soon those re- 
sources will again make the 
Gilbert Clocks you've been 
waiting for. 


x * 
THe Won. L. GriBert 
Cxock Corp. 


clock makers to the nation since 1807 
Winstep, Conn. 
* 
Keep Your Postwar Eye on 














5 Ways Better 


f ye: TIME is coming, soon, we hope, 
when you can again stock Manning- 
Bowman’s attractive Twin-O-Matic Waf- 
fle Baker. That’s why we're listing these 
five M-B selling features now. They’re go- 
ing to mean More-Business for you in the 
days to come. We think you'll find these... 


5 M-B features worth remembering: 


* Two four-section, usual-size waffles 
at once! 

* Automatic control can be set for 
any degree of baking from light 
to dark. 

* Indicator shows when baker is hot 
enough for batter. 

* Deep baking grids insure thick, 
light waffles that will bake clear 
through. 

* Overflow batter trough on both 


Thousands of housewives have been sold 
on Manning-Bowman Twin-O-Matic 
Waffle Bakers they bought before the war. 
And many of these women have told their 
friends about them, too. What a back-log 
of prospects for the Manning-Bowman 
line! For most folks will be shopping for 
the best in electrical appliances—and to 
most everybody... 


Mianning- 
Bowman 


Mleans Best 


MERIDEN, CONNECTICUT 
BUY MORE BONDS—AND MORE! 





PERUVIAN 
STERLING SILVERWARE 
925 fine 
Handmade Bracelets and Pins of 

ast or filigree silver. 
Household goods, cutlery etc. 
Orders attended by Air Express 
Write by Air Mail to 


ENRIQUE KAUFMANN ROOS 


P.O.B. 886, Lima, Pera 





THE YOUNG IN HEART 


Louis Russell, above center, has achieved the remarkable record of serving 53 years wih 
the same firm and 64 years in the jewelry field. His co-workers at the Herkner Jewelry Com. 
pany, Grand Rapids, honored him on his 80th birthday on New Year's Eve with a dinner 
at the Morton Hotel. Mr. Russell, who was president of Herkner's for 25 years, started with 
the company in 1892 and has no intention of retiring. He still comes in every day in by 
capacity as gem expert. In the picture above, Max Colmes, vice-president of the com 

is on Mr. Russell's left and Roy B. Taft, general manager of the store, is on his right, 





ee 


A Boon to Jewelers: NACJ's New Handbook Detailing 
OPA Regulations as They Affect Retail Jewelry Field 


A welcome aid to the retail jeweler 
made its appearance last month when 
the National Association of Credit Jew- 
elers issued a manual in which all of 
the price ceiling regulations that apply 
to the retail jewelry trade are assembled 
together for quick and easy reference. 


They are reduced to simple, straight- 
forward language, stripped of all the 
complicated legal phraseology, so that 
anyone can clearly understand exactly 
what they mean, and exactly what he 
must do to comply with the price con- 
trol rules. 

The book is put out in loose leaf form 
so that additions and revisions can be 
made by inserting new pages which 
NACJ will issue when and if OPA puts 
out new regulations or revisions. 

The book has been prepared by two 
men who are experts on the subject, as 
both were formerly in OPA’s Enforce- 
ment Division, and both are attorneys 
who can interpret the rules authorita- 
tively. They are Arthur G. Warner, 
who will be remembered by the trade as 
having charge of jewelry and watches 
in the New York area, and his law part- 
ner, James E. Birdsall who handled en- 
forcement work on several other lines of 
consumer durable goods. 

Judging by the kind and huge number 





Raising Money For USAACS 


A committee of jewelers, headed by 
Nat Newman of Silberman, Kohn and 
Wallenstein, are raising funds for the 
USAACS—the United States Army Am- 
bulance Emergency Corps. The USAACS 
are doing a vital wartime job, keeping 
the ambulances of New York and other 
cities rolling in spite of the labor short- 
age. 

Founded during the first World War, 
the USAACS have a long history of ser- 
vice behind them and are now doing an 
extremely difficult volunteer job. Men 
from all walks of life participate in the 
work of the corps, each devoting one 
entire night a week to the work. 

The corps needs money, so send your 
contribution to Nat Newman, Silberman, 
Kohn and Wallenstein, 216 East 45 
Street, chairman of the fund raising 
committee. 


of questions on price ceiling regulation 
which are constantly being received and 
answered in JC-K’s office, thousands of 
retail jewelers are woefully in need of 
such a manual. 

It is not for sale, but is distributed 
on a loan basis for a nominal fee of § 
a year to NACJ members only. Any 
credit jeweler who is not already a mem- 
ber would find it well worth while to 
join, for the sake of this book alone if 
for no other reason. 














BLACK ONYX 


ALL SIZES 


* 


SYNTHETIC 
RUBIES 


ROUND & SQUARE 


* 
MAX SCHUSTER 


10 WEST 47th STREET 
NEW YORK 


BUY MORE WAR BONDS) 
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Sneak Thief Suspect 
Caught Through Efforts 
Of Wide-Awake JSA 


Clemente (Stuttering Sam) Kwasny, 
alias Stanley Bileski, alias Joe Kane, 
alias “Mr. Remsen,” alias “Mr. Clement,” 
who is charged by the police with sneak 
thefts amounting to more than $100,000 
worth of valuable pieces from New York 
‘ewelers, was arrested on March 2, and 
co since been indicted on a charge of 

nd larcency—largely through the ef- 
forts of the Jewelers’ Security Alliance. 

Last October, a saleslady in a New 
York jewelry store read in JEWELERS’ 
Cmcvtar-Keysrone about a sneak theft 
that had been committed in the store of 
Carl E. Linquist in Rockford, Ill. Sens- 
ing that the method used by the thief 


‘ was the same as that which had been 


employed in a theft recently committed 
in the jewelry establishment where she 
was employed, this lady wrote to Mr. 
Linquist about the matter, describing 
the man involved. Mr. Linquist, being 
a member of the Security Alliance, for- 
warded that letter to Richard C. Mur- 
phy, counsel for the Alliance, who pro- 
ceeded to start in motion the machinery 
which eventually led to Kwasny’s arrest. 
The Pinkerton Detective Agency, de- 
tectives for the Security Alliance, got 
on the job immediately, ascertained 
Kwasny’s identity and secured a photo- 
graph of him. By means of this photo- 
graph he was identified by Mrs. Charleton 
Shell, a salesperson in the jewelry store 
of Roy W. Johnston, in the Waldorf- 
Astoria, as the man who had committed 
the sneak theft of a $12,000 diamond 
necklace from the Johnston store. 
Armed with this information linking 
Kwasny to the crime, the Pinkertons, in 
cooperation with the police, after inten- 


(Please turn to page 235) 


Jewelers Protective Association 
Votes to Merge With 
Vigilance Committee 


The proposal which has been under 
consideration for some time to merge 
the Jewelers’ Protective Association with 
the Jewelers’ Vigilance Committee was 
formally ratified at the annual meeting 
of the former body on March 20. 

The Vigilance Committee will pre- 
sumably take similar action at its an- 
nual meeting which is to be held on 
April 8, since the subject has already 
been thoroughly discussed by a joint 
committee of the two organizations and 
it is understood that both are in full 
accord. 

Following the consolidation, the mem- 
bership and all the present activities of 
the Protective Association will be taken 
over as part of the work of the Vigi- 
lance Committee, which will organize a 
special department to be known as the 
Jewelers’ Protective Bureau that will 
have as its function the continuance of 
the work against smuggling that has 

the special province of the Protec- 
tive Association in the past. 





The Morris Jewelers, formerly known 
as the Schenectady Watch Hospital, 131 
North Broadway, Schenectady, opened 
its new store on March 1 at 462 State 
Street 
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Increase Your 


TURNOVER 


WITH AIR EXPRESS 
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In these days of scarcities, thousands of firms have found that 
the speed of Air Express enables them to serve their customers 
quickly and well without maintaining big stocks of high-priced 
items, thus increasing the turnover of their capital. 

As a matter of fact, Air Express is so fast that the inventory 
of suppliers anywhere in the nation is available within a 
matter of hours. 

Surely, there are many ways in which you can increase the 
efficiency and profits of your business by using Air Express. 


Specify Air Express Low Cost for High Speed 


25 lbs., for instance, travels more than 500 miles for $4.38, more than 1,000 miles 
for $8.75, more than 2,000 miles for $17.50, at a speed of three miles a minute — 
with cost including special pick-up and delivery in all U. S. gities and principal 
towns. Same-day delivery between many airport towns and cities. Rapid air-rail 
service to 23,000 off-airline points in the United States. Direct service to scores 
of foreign countries. 

Write today for “Quizzical Quizz,” a booklet packed with facts that will help you 
solve many a shipping problem. Railway Express Agency, Air Express Division, 
230 Park Avenue, New York 17. Or ask for it at any Airline or Express Office. 


HUREURESS 


GETS THERE FIRST———— 
Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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DIAMONDS 
MELEE 


— All Sizes — 


GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


BLACK ONYX 


Plain ‘or Drilled 
SYNTHETIC RUBIES 


MAX STERN « co. 


importers 


17-23 John St. New York 
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At Camp, Base, Fighting Front 





4q Events have been moving with such 
speed these days in what Hitler calls his 
Reich that it will probably take a min- 
ute or so for you to recall the day early 
in March when the first American troops 


CAPT. ROBERT 
PACKER 


reached the Rhine. Since that day, so 
many “firsts” have been chalked up in 
relation to that well-publicized river that 
the name of the first American to see it 
close up may have escaped you. His 
name is Captain Robert Packer and he 
is the son of August O. Packer, treasurer 
of Dieges and Clust, New York manu- 
facturers of fraternal and educational 
jewelry. 

Captain Packer is a 23-year-old Brook- 
lyn boy who was a lieutenant at the time 
of the big event. His captain had been 
put out of action and he had been made 
commander of a company when the 83rd 
Infantry division reached the city of 
Neuss, the first Rhine city to be cap- 
tured. Said the New York Times in a 
front-page account of the action, “A 
patrol commanded by Lt. Robert Packer 
got to the river’s edge shortly after 
midnight through the dock area on the 
eastern outskirts, even before the city 
had been secured.” 


Capt. Packer has been in the thick of 
the fighting ever since he landed in Nor- 
mandy in July of last year. He has 
been wounded three times and he holds 
the Purple Heart with two oak clusters 
for injuries received in France, Belgium 
and Germany. His most recent honor, 
mentioned in a letter to his family, was 
the Bronze Star for meritorious service. 

Asked to describe his adventures on 
the night of March second, when he and 
his men moved through the city toward 
the Rhine, he said modestly, “We just 
walked into the town and met a couple 
of stray shots. I guess Jerry was trving 
to find out whether we were coming or 
not but anyway we didn’t fire back and 
there wasn’t much to it.” 


Bob’s brother, Richard is also fighting 
in Germany and on Christmas Eve, the 
two met and had a couple of hours to- 
gether very near the front lines. In a 
letter describing the meeting Dick, aged 
20, expressed his admiration of his big 
brother. “Walking throuch the moon- 
light,” he wrote, “I watched his swag- 
ger and thought to myself that he is a 
real commander. There’s just something 
about his actions that makes you confi- 
dent of his ability. ... He surely has 
the devotion and respect of every man 
in his command.” 


4 After several anxious weeks, B. Z. 
Meyer, head of the Central Watch Ma- 


terials and Supply Company of Phil, 
delphia has heard reassuring news of hi 
eldest son, Ist Lt. Henry Meyer. While 
on combat duty in Luxembourg, [¢ 
Meyer was stricken on the field and hag 
to undergo an operation immediately, 
He has passed the critical stage and the 
Meyer family is breathing more eas 

now. ‘Two other sons are in the army~ 
Pvt. Herbert C. and Pfc. Harold. Hep. 
bert, who was inducted last September, 





LT. HENRY MEYER 


PVT. HERBERT 
MEYER 


has already seen action in France, Bel- 
gium and Holland. Harold is now sta- 
tioned in the U. S. Says father Meyer, 
“I am now represented in the armed 
forces 100 per cent.” 





























Earrings in various patterns in 14 KT 

Green and Red Gold 

St. Christopher Key—14 Kt in three 

sizes; also Bill Clips, Charms and 

Links to match 

Love Knot Ring—14 Kt Red and Green 

Gold Combination in four sizes; Hats 

rings, Cuff Links and Studs to match 
Our comprehensive tine of 
Gold, Platinum and Enam 
eled Novelties, tneludin 
Vanity, Cigarette and Ca 
Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER & CO., Ine. 
Manufacturers 
64 West 48th Street 
New York 
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ENCRUSTERS 


STONE ‘RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS _@ GE 


M CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without edligation 














hila- New president of the Metropolitan Re- | Maiden Lane Outing Club Decides BRAUNFELD & MEHLMAN 
of his tail Jewelers Association is E. M. Bel- a 108 Fulton St. New York, N. Y. 
Whi, | an. Mr. Belman was elected at the To Hold Annual Spring Festival; 
» Lt Feb. 27 meeting rag es = bey Harry Blasi Elected President 
1 had Ist vice president; H. Goodman, 2n : : i 
atel ice president ; A. Wolf, treasurer; S. Harry Blasi, of Barrasso & Blasi, Y4{ 
a thy bi itz, general secretary, and I Newark, succeeded Joseph H. Frier of { \ 
o_o ant-at-arms. Seshdliehian el Goldman & Frier, attorneys, as president , 4 ‘ 
easily Pearl, serge : ; 
my— sficers will take place at the next meet- of the Maiden Lane Outing Club, at the hes paps ge pares: 
Her. ing of the Association, to be held April ng Pema of Rpeeh 6 08:2 ee ; oe 
mber, 18 at the Hotel Commodore. An invita- ane. Dave Weinberg of H. S. Chandler NORMAN Mo MORRIS 
tion has been extended to all retail jewel- Co., eS _ po Caren C1 
. ome L. Grant, of American Jewelry Dis- 
ers to attend. tributors, was continued in his time-hal- 3 bifth Ate 
Max Templehoff announces the forma- lowed job as secretary-treasurer. 
tion of the Temple Watch Company, 22 Andy Anderson reported for the Din- 
ee a pa York a —~ ner committee that although the mid- S ' 
Templehoff will impor wiss watches, to winter dinner had been called off when Ex 
he known as Temple watches. the ODT issued its ban on trade gather- pr ng rs 
4 The law firm of Warner and Birdsall rc it Ne — been ps mah ; Male and Female 
/ ces the removal of its ffi 2s t rely ocai affair suc as 1S 1 no 
05 West 40th Street, New York 19, | Violate the order, and that it, therefore, || American Set Jewels 
G. Warner is the f P, might be desirable to hold a Spring Fes- m fi 
ng om N e tival Dinner. Discussion of the idea Elgin—Hamilton—Waltham 
attorney .in the New York district in s he 
charge of jewelry matters. — the oe to be in ei = Illinois 
; ‘ e suggestion, and it was accordingly 
mar op Rape oF a —_ voted that such an affair’ should be held Sold proce ee ayy» nr for 
of the ; eaded by M. Astor, re- on April 18. prices and further information. 
RT per yg by san 2 Pon After lengthy discussion, the members 
, ioldschmidt, and o ‘ ' , ituti < 
beard include M. Asskenas, H. Kramer, | rected amendments to the by-laws of the || CROWN IMPORTING CO. 
4 id . ’ s ws § , 
Bd |S. Pitkin, H. Sacks, and H. Wasserman. | Maiden Lane Outing Club and the com- | | '16 Nesseu St. New York 7, N. Y. 
sta. Trustees are N. Blauston, N. Jacobs and mittee headed by Mr. Grant, James 
leyer, R. Mieser. Thiese of Acme Ring Co., Newark, and 
rmed The annual exhibit of work by stu- Harry Bromley of National Jeweler be 


dents in Christian A. Jakobb’s jewelry 
design class at Mechanics Institute, 20 
West 44 Street, will be held on April 9. 
Drawings by the students. of the well- 
known jewelry designer will be shown 
from 7 to 9 p.m. and an invitation has 
been extended to members of the 
jewelry trade to attend. 


¢ Al Hirshon, for eight years sales man- 
ager of the Helbros Watch Company, an- 
nounces his resignation, as of April first. 





W. E. Gray Elected President of 
Jewelers’ Fraternal Association; 


Succeeds A. J. Tuveri of J C-K 


given a vote of thanks for the fine work 
they did on revising the new and cor- 
rected constitution and by-laws. 

Harry Blasi, reporting for the sum- 
mer Outing Committee, said that if re- 
strictions on transportation, gasoline and 
food were maintained, it may again be 
necessary to abandon the outing, but that 
in the event the restrictions were lifted 
somewhat, the committee would try, if 
at all possible to resume the summer 


event, which has been cancelled for the 
past two years. 


Mr. Grant reported about 69 .applica- 
tions on the waiting list and about 17 
members in the armed forces. 


The association presented Joseph Frier | 














with a pair of fine briar pipes in appre- 
ciation for his efforts while president of 
the M.L.O.C. Jerry Grant was also pre- 
sented with a gift from the association 
in the form of an 8-day desk clock for™ 
his faithful services. | 





Wheaton E. Gray, of Jewelry & Cut- 
lery Novelty Co., was advanced to the 
presidency of the Jewelers’ Fraternal As- 
sociation at the annual meeting held 
March 8 at 9 Maiden Lane. Fred Kiel- 
man, who last year was secretary of the 
board of governors, was elected vice- | 


president, and William Underwood re- Diamond Suit Still Pending 


elected secretary-treasurer. 

Those selected to serve on the board The status of the suit instituted by 
of governors are Wheaton E. Gray as the U. S. Department of Justice against 
DeBeers and other diamond interests 


chairman, Arthur J. Tuveri, of Tue 
Jewetrrs’ Crrcu.ar-Keystone, immediate (page 215 of JC-K for March) remains 
substantially unchanged since last month. 


and past president; Sol Gordon as secretary 
A hearing was held on March 3 on a 


of the board; Harry Blasi of Barrasso 
een & Blasi, Newark, N. J., and Frank Bren- motion by the defendants to release their . 
assets in America which have been 


are nett of A. L. Brown, all for a term of 
frozen under court order ever since the 


one year, and Julius Hurley of Hurley 

Watch Co., and Andy Anderson of Rip- suit was instituted. Federal Judge Sam- 

ley & Gowan, both for two years. uel Mandelbaum before whom the mo- 
tion was argued, has not yet announced 


} 
! The loss by death of four members 
during 1944 was reported, together with his decision at the time of going to press 
with this issue. 


the election to membership of an equal 
ne. number, continuing the roster at 200, 


SIMONSBROS.CO. 
THIMBLES 
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ETERNA WATCH COMPANY 
OF AMERICA, INC. 








with a waiting list of six. 

e advisability of reducing the maxi- 
mum age limit for membership was left 
to the board. 


The Hardin School of Watchmaking in 


Wichita Falls, Tex., has moved into a 











MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 








new building at Hardin College. 
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ART-CRAFT JEWELRY CO. 


FINE 
GOLD JEWELRY 


‘using better opals, zircons, 

moonstones, amethysts and 

topaz set in earrings, pins, 
rings and bracelets. 


1 West 47th St. New York 19 

















Rich Costume JewBLry 


Executed in beautiful designs 
in Sterl Silver, with an 
exceptionally Fine Gold Finish. 


JOSEPH A. RICH 


Menwfacturing Jeweler 
198 Broadway New York, N. Y. 








WATCH ATTACHMENTS 
14 K. GOLD 
POPULAR PRICES 
Immediate Delivery 


Sylrania pewe ny bs 


580 5th Ave. New York 19, N. Y. 























“Hine Enaliah” 
SSILVER POLISH 


=a Tested and approved by 
@leading silver houses. 
4 Write for free sample 
WONDER CHEMICAL CO. 
545 Third Ave. Brooklyn, N. Y. 


STRANGELY ENOUGH 
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the DIAMOND is 


7 
SINCE IT IS COMPOSED OF A 
SINGLE ELEMENT--CARBON / 


Thanks to Mus Dorothy Albaugh Stickel! -- 
--- Klorthington, Ohio --- 





*-ARAB/AN PROPHET AND 
FOUNDER OF /SLAM-- 
IS SAID To HAVE ACCUMULATE 
ABOUT 400 POUNDS — 
OF DIAMONDS DURING 
HIS LIFETIME 44 
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Onyx Marble 
(From page 217) 


’ hardness of 7—onyx marble is a form of 
calcite or marble, with a hardness rating 
of only 3 and is classed by every min- 
eralogical and gemological authority as 
a decorative or architectural stone and 
not as a gem stone at all, either semi- 
precious or otherwise. 

In view of those facts, the GIA 
points out, there seems to be no proper 
groundsfor taxing items which are made 
of onyx marble and which do not come 
within the category of jewelry. 

What the Treasury Department’s de- 
cision will be, has not yet been announced. 





‘ Ohio Commission Reports 
(From page 216) 


tunities for new small business establish- 
ments. 

The Commission also recommended 
that transaction of business under as- 
sumed or fictitious names be prohibited, 
that laws banning false or misleading 











applications for unemployment insurance 
be made more rigid. Legislation has al- 


/ 





advertising be strengthened, and that . 


ready been introduced in the Ohio Gen 
eral Assembly banning use of assumed 
names for business. 





Maxey’s, well known West Virginie 
jewelry store, has moved to Washington 
and is now open for business at 9146 
Street, N.W. L. V. Maxey, head of the 
firm, has sold his stores in Oak Hill and 
Mount Hope, West Virginia, where he 
had been in business for six years. 
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For Immediate delivery! 
THE NEW W 44 DESK SET 
A Masterpiece in Hand Carved Maple 
50% trade discount—order today! 


STATIONERS SPECIALTY CO. 
19 West 21st St., New York 10, N. % 


(WATCHES IMMEDIATE DELIVERY \ 
Ladies & Gents, 7-15-17 Jewell) 
Also Gents {0% Ligne Wrist Watehes ig 
Sweephand. Gents 7-15-17 Jewel W ? 
and without Swee d. Ladies Gold and 
Filled Fob Watches, 7-15-17 Jewels. 
LOUIS VAN ZATSMAN 
7 West 44th St., New York 18, N.Y | 
Phone: MU. 2-9683, MU. 2-9461. 
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Oklahoma State Legislature Keeps Apace with the Times 


Now That It Has Jeweler Frank Crane as a Member 


Frank Crane, Holdenville, Oklahoma, 
-aweler and State Representative from 
Hughes County has known for a long 
time what makes a clock tick but not un- 
til he entered politics and got himself 
elected to the Oklahoma legislature did 
he realize just how little time an ac- 
commodating watchmaker can have on 
his hands. f 

Disgusted with inaccuracy _among 
legislative timepieces and determined to 
exercise his prerogative as a lawmaker 
to do something about it, Representative 
Crane has introduced a bill (House Bill 


FRANK CRANE 





197) which, if passed, will require jewel- 
ers to advertise all second hand watches 
as second hand. This he says will elimi- 








nate the practise among some of putting 
old works in new cases and selling the 
watches for new. Another bill he con- 
templates putting before the house pro- 
vides for establishment of a board to 
regulate the watchmakers’ guild. Both 
measures have the support of the Okla- 
homa Jewelers’ Association. 

Frequently when other members sit 
twiddling their thumbs while a colleague 
has the floor to exhort the merits of a 
pet measure, Representative Crane can 
be seen probing the innards of a watch, 
keeping one ear cocked for the sweet 
rythmic sound of a ringing tick. 

A steak dinner is the usual fee for 
fixing a house member’s watch, which is 


why the least observant of his constitu- . 


ents can readily see that Frank Crane is 
not going hungry while watching after 
his district’s interest at the statehouse. 
He even lugged the office clock of the 
House Speaker to his room and worked it 
over much to the relief and delight of 
those members who deem punctuality the 
prime requisite of progressive legislation. 
Serving two terms on the school board 
and two as Holdenville’s mayor, Crane 
was elected to the legislature and is now 
serving his second term. Time may not 
hang heavy on his hands but it certainly 
hangs heavy in his pockets where he car- 
ries from three to a dozen watches. 





JVC Officers Renominated 
(From page 218) 


G. H. Niemeyer 
Handy & Harman, a 
82 Fulton Street, 

New York 7, N. Y. 

Harley H. Noyes 
Oneida, Ltd., 

Oneida, New York. 

William B. Ogush 
William B. Ogush, Inc., 

33 West 60th Street, 
New York, N. Y. 

August O. Packer 
Dieges & Clust, 

17 John Street, 
New York 8, N. Y. 

W. Waters Schwab 
President—Jewelry Crafts Association, 
J. R. Wood & Sons, Inc., 

216 East 45th Street, 
New York 17, N. Y. 

Maurice Spain 
Larter & Sons 
77 Parkhurst Street, 

Newark, New Jersey. 

Wilson A. Streeter 
Bailey, Banks & Biddle Co., 

1218 Chestnut Street, 
Philadelphia 5, Pa. 

Leo J. Vogt 

Chairman Board of Governors—Gemo- 
logical Institute of America, 

Hess & Culbertson Jewelry Co., Inc., 

826 Olive Street, 

St. Louis 1, Missouri. 


_—_ 
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Kocher Represents Jewelry Trade 
On Special Gifts Committee in 
Catholic Charities 1945 Appeal 


Walter Kocher of 9 Rockefeller Plaza 
has been named chairman of the Jewelry 
Trade division of the Special Gifts Com- 
mittee of the Archbishop’s Committee of 
the Laity for the 1945 Appeal of New 
York Catholic Charities, it is announced 
by John A. Coleman, executive chairman 
of the committee. 

The Special Gifts Committee, compris- 
ing business and professional leaders of 
New York City organized in groups, will 
function prior to the Annual Parish Ap- 
peal of Catholic Charities which in turn 
will begin April 22 in the 375 parishes of 
the New York Archdiocese. This is the 
twenty-sixth annual Appeal of the or- 
ganization which coordinates the work 
of institutions and agencies including 
hospitals, child-caring homes, settlement 
houses, day nurseries, homes for the 
aged, summer camps and many other 
welfare agencies, including family relief. 

Last year New York Catholic Charities 
aided approximately 500,000 individuals 
in the New York Archdiocese which com- 
prises the boroughs of Manhattan, 
Bronx and Richmond in Greater New 
York in addition to seven counties out- 
side the city. 


Mohawk Valley Watchmakers 
Elect J. H. Jakubowski President 


John H. Jakubowski, of Rome, N. Y., 
was elected president of the Mohawk 
Valley Watchmakers’ Guild at a meeting 
at the Hotel Hamilton, Utica. New vice- 
president is Raymond Dolan of Utica; 
secretary, Addison Wood, Oriskany; 
treasurer, Adam Wojtanowski, Utica. 
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REPAIRING of JEWELRY 
IN ALL ITS BRANCHES 
Also 
SPECIAL ORDER WORK 
ESTABLISHED i910 


M. J. STERN 
61 Beekman St. New York City 











DINGS 
REFINISHED 


WATCH G 


ESTAB. 


o> ey 


The highest grade of werk fer jewel- 
ers requiring the best 
ROYAL DIAL & REFINISHING CO. 





116 Nassau St. New Verk 7, %. ¥. 









telco 


COULD ORE) PEARLS 


*, JACK J. FELSENFELD 


» 
"8. 
» 
##-e 


. 
* © « 

















“CHAMPION” RING GUARDS 
Easy to Insert & Adjust 
ASBORTED SIZES 
10K GOLD—$3.50 per Dz up 
GOLD FILLED—$1.75 per Dz. up 
Orders Attended to Promptly 
CHAMPION JEWELRY CO. 
37 MAIDEN LANE 
NEW YORK 7, WN. Y. 
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WATCHES: py ae ‘DIAMONDS 
CLOCKS - JEWELRY - SILVERWARE 


373 . SL y BOSTON 
WASHINGTON ST. (yn 8S 4 MASS. 





Specializing 
in 
Cutting Semi-Precious 


STONES 
in quantity 
PHILIP F. POPOLLA 


Imports—Lapidary 
33 W. 46th ST. N.Y. CITY 














GEMOLOGY—DIAMONDS 


The only complete course in gemology, 
the-science of all gem stones. 

Special courses in diamonds. Courses 
in all jewelers’ merchandise except 
watches. 


GEMOLOGICAL INSTITUTE OF AMERICA, Ine. 
Dept. J-4, 541 S. Alexandria, Los Angeles 5, Calif. 











Syummetalic 
Korat Gold on Sterling 
and STERLING SILVER 
REAL STONE JEWELRY 
3 direct to retcilers 


W. E. RICHARDS CO. 


ATTLEBORO, MASS 





ATTENTION JEWELERS! 


We do work of every description 


CONTRACTING — REPAIR WORK 
SPECIAL ORDER WORK GIVEN 
PROMPT ATTENTION 


all work guaranteed 


SUPERIOR JEWELERS 


170 East SIst St. New York 22, N. Y. 











- DINIEKS 


STERLING 


y ROGST N MASS 





NICKEL SILVER 
PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 





q Bernard Jackson, of E. H. Saxton Co., 
Boston, is on a vacation trip in the South. 
q The Marino Jewelry Co. of North 
Providence has remodeled its offices. 
q Tilden-Thurber of Providence offered 
an exhibition of oil paintings by Van 
Saul. 

q Miss Betty Vickery, of Smith-Patter- 
son Co., has been on an extended leave 
due to illness. 

q Miss Ruth Dodge, formerly with Henry 
Kamlot Co., Boston, has just joined the 
‘Harkins & Murphy Co. 

q Adrian Lesperance, president of Bige- 
low, Kennard & Co., returned from a 
Florida trip, only to go on the sick list. 
q Fellow workers of Miss Anna Brown, 
in the sales department of Smith-Patter- 
son Co., recently gave her a birthday 
party. 

q Erskine Gay, diamond salesman at 
Smith-Patterson, has fully recovered 
from a long illness and is now back on 
the job. 

Mr. D. C. Percival, Sr., who was 75 on 
March 9th, has been spending the month 
with his daughter, Mrs. C. G. Moller, in 
South Carolina. 

q Shreve, Crump &.Low report 100 per 
cent Red Cross collections, with great 
credit to Robert Boyd, company .chair- 
man in the drive. 

q Incorporation papers have been filed 
in Rhode Island for Sorcel Jewelry Co., 
Inc. The company will be in the manu- 
facturing end of the ‘industry. 

q A new wholesale costume jewelry firm 
—Kay Dee Jewelry Co.—has_ been 
formed in Providence. Partners are Irv- 
ing Kotter and Harold Davis. 

q Coro, Inc., has again asked the city 
to sell a strip of land fronting on the 
firm’s property, which the city originally 
condemned for highway purposes. 

q Mrs. Ella J. Bird, J.G., R.J., is no 
longer associated with Peterson’s in 
Needham, and is planning to join forces 
with Smith-Patterson Co., on April 1. 
q Swartchild & Company report two new 
employees; Marjorie Marson and Eleanor 
Adelizzi; and two who recently left that 
company, Rita Carney and Edith Lasoff. 
q William J. Murray, well-known en- 
graver in the Jewelers Building, spent 
Washington’s Birthday in New York 
City where he entertained his daughter, 
Mary, a SPAR. 

q Robert V. Church, of Church Com- 
pany, 480 Washington St., Boston, plan- 
ned to leave on March 17 for an extended 
trip to Havana, Cuba, expecting to re- 
turn late in April. 

q Raymond Curran, treasurer of the 
Campus Products Co., Providence jew- 
elry manufacturers, has been named 
president of the firm to succeed his late 
father, Leo Curran. 

q Whether or not the current cigarette 
shortage had anything to do with it, 
Bigelow, Kennard & Co., has put in an 
extensive line of men’s pipes as part of a 
build-up of its men’s department. 

q John Hutcheon, formerly with the 
watch repair department at Shreve, 
Crump & Low, has left there to, join the 
watch repair department of Mauran 
Watch Co., Inc., 873 Washington St. 

q The J. A. Foster store in Providence 


recently ran an ad telling cigarette - 


smokers to forget the shortage and bu 
pipes. Response was described as good. 





The store includes in its selections ling 
of women’s pipes. ° 

q The Rhode Island OPA has filed 
Federal Court in Providence a bill as. 
ing action to compel H. L. Hirsch § 
Co., Providence jewelry manufacty 
to keep adequate records and prope 
tagging and pricing. 

q Charles Fowler, for 38 years associate 
with the silver department at Shrev, 
Crump & Low, has retired. A party fp 
his honor was given by fellow workers gy 
the Hotel Statler, and he was presente 
with a beautiful ring. 

q Lewis Masciarelli, formerly with W. |, 
Persons Co., now has two stores, both 
operating under the name of Masciarelj 
Jewelry & Radio Co., one at 159 Mai 
St., Marlboro, Mass., and the other a 
25 Main St., Hudson, Mass. 

q Plans are shaping up for the 21st ap 
nual banquet of the Boston Jewelery 
Bowling League, which will conclude jf 
season on April 10. At last reports 
George Mullin, of Harkins & Murphy, 
held both the high single string and 
three-string record in the league. 

q Members of the Executive Committe 
of the Massachusetts and Rhode Island 
Retail Jewelers Association, met at th 
Parker House on March 14th to take 
the question of whether or not a convep- 
tion would be held this year. At pres 
time, the decision had not yet been mak 
known. 

q Continuing the wave of robberies of 
Rhode Island jewelry plants, thieves 
broke,into the shop of the Adolf Meller 
Co., stone dealers, and stole 800 ony 
stones valued at $1000. A woman wh 
was involved with two men companion 
in two recent jewelry breaks was give 
a 3-year sentence in Superior Court. 
q Al Fine, formerly of New Jersey, and 
who during the last few months has bee 
running a jewelry store known as # 
Chico in Tucson, Ariz., was in Boston te 
cently for one of his periodic physic 
checkups, and reports that hospital ar 
thorities tell him the good news that by 
August he can dispose of his crutches 
q E. and C. Gleekman, brothers, whi 
formerly were connected with the firm 
of R. H. White doing promotional work, 
have taken over the jewelry concession 
in that department store, specializing it 
diamonds, watches, and fine jewelry, aid 
featuring King-cut Diamonds for whith 
they are exclusive distributors in Boston 
4 Members of the Executive Committe 
of the Boston Jewelers Club, which cat 
celed that organization’s 15th annul 
banquet under the Byrnes edict, receivel 
many messages of congratulation on thelt 
action. They have decided to put @ 
some sort of affair to take the place d 
the annual banquet when conditions wil 
warrant it. 

4 Most Providence jewelry stores report 
a pronounced slump during the latte 
part of February and the first weeks 
March. Reasons advanced for the Itt 
down included the adverse weather, it 
minence of the deadline on income taxé 
and reports that the Walsh-Kaiser an 
yard will shut down this year. 
shipyard, employer of about 20,000, 
been a decided factor in swelling i 
business of all Providence retailers. 

q Among the out-of-town visitors seen 
Boston jewelry circles this past m 
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were: Lou Weitzman, of Hammel, Rig- 
lander Co., New York City; M. A. Noury, 
of Manchester, N. H.; Mrs. Alberta Ches- 
ley, proprietor of Holmes Jewelry Store, 
Presque Isle, Me.; L. Jerome Eno, of 
Skowhegan, Me.; Henry B. Waring, of 
Fall River; A. J. LaRochelle, of Roches- 
ter, N. H.; D. Dannemann, of Berlin, 
N. H.; F. C. Keniston, of Natick, Mass. ; 
F. E. Bray, of Manchester, Conn.; and 
w. A. McKenney, of Athol, Mass. 

q Thomas Long Co. employees held a 
store party on Feb. 17 at the Hotel 
Sheraton with about 165 present. Fol- 
lowing the dinner, Thomas Long Bram- 
hall, nephew of the founder, reminisced 
about his uncle. Gifts went to oldest 
employees in point of service—a brooch 
to Mrs. Harriett Trenholm, and a watch 
to Archie Rodger. The latter has been 
with the company for more than 40 
years. After the speeches, there was en- 
tertainment by a professional magician, 
and laugh-provoking antics by a “horse.” 
Ray Clark played the head, and em- 
ployees lauded the sportsmanship of 
their president, Forrest Davidson, who 
played the rear end. The Thomas Long 
Employees Associated re-elected Ray 
Clark, president; and named Bob Horn, 
vice-president; Gladys Grow, secretary; 
Ann Joyce, treasurer; and Phyllis 
Everett, assistant treasurer. Refinishing 
of the store in grained silver oak is about 
completed, giving the place a decidedly 
brighter appearance. 

q The watchmaker’s school at Waltham 
Watch Company reports steady growth, 
now having some 30 students. Twelve 
of these are veterans of the current war; 
six are rehabilitation cases from Maine, 
New Hampshire, Vermont, and Massa- 
chusetts. Of the regular students, 12 are 
from Massachusetts, with seven from out- 


\side the state—two from Florida, two 


from Maine, and one each from Vermont, 
Virginia, and Kansas. The school has 
received considerable correspondence 
from servicemen who are planning on 
taking the course after their discharge 
from the armed forces. Indicative of 


ample of one young fellow who thumbed 
his way north from Georgia and who has 
now completed his course and returned 
home to enter watch repair work. An- 
other student, formerly with the Waltham 
Watch Co., has just been released from 
the Navy where he had been doing in- 
strument work, and has now entered 
business for himself in Chicago. 

q The Eastern New England Guild of 
the American Gem Society had one of 
its most successful meetings of the season 
on March 8 at the Eastern Laboratory. 
Howard T. Evans, of Massachusetts 
Institute of Technology, gave a talk on 
mineral inclusions, showing a selection of 
slides which gave very unusual inclusions 
found in mica. Dr. Edward Wiggles- 


worth conducted the Gem Quiz, a review | 
Present at the meeting | 


of Course O12. 
were: Gustav Hennings, of Kennard & 
Co.; Sam J. Tyack, of Shreve, Crump & 
Low; Robert Horne and Howard Pres- 
ton, of Thomas Long Company; Mrs. 


Ella J. Bird; Everett Hardy, of D. C. | 


Percival & Co.; Doris Allen and Harold 
Partridge, of Trefry & Partridge and 
Francis Carson and Winston Emery, of 
A. Stowell & Company. Among the 
guests of the guild were: Robert Brown, 
of Robert Brown, Ltd., Sudbury, Ont., 
Canada, and Lloyd G. Daniels, of Daniels 
Jewelers, Rockland, Me., .also a student 
of gemology, who was in Boston on busi- 
ness. Other guests included: Mr. and 
Mrs. Richard Pearl, of Tulsa, ‘Okla., who 
are doing mineral research work at Har- 
vard University for Standard Oil Co.; 
Miss Josephine Ripley, former corre- 
spondent for the Jeweiers’ CircuLar- 
Keystone in Boston, and who has just 
been transferred to other work in Wash- 
ington; and the Misses Janice Whipple 
and Miye Matsukata, both of Wellesley, 
and both students of jewelry design at 
the Museum of Fine Arts. Gemology 
students had some particularly tough 
stones to do work on, and Howard Pres- 
ton, C.G. of Thomas Long Company, con- 
ducted Course O12 class. 





Gemological Institute Increases Fee 
To Meet Rising Costs; Scholarship 
Plan Unaffected by Change 


Rising costs in conducting the gemo- 
logical courses offered by mail by the 
GemologicalgInstitute of America, at 541 
South Alexandria, Los Angeles, have re- 
sulted in their announcing an increase in 
their enrollment fee. 

The rise will become effective April 
31, and will affect not only the basic 
gemological courses, but also the ad- 
vanced courses which are approved by 
the American Gem Society as prepara- 
tion for its titles of Registered Jeweler 
and Certified Gemologist, and its classi- 
fication of Graduate Member. 

As yet unaffected by the price rise is 
the scholarship plan by which the basic 
courses may be purchased now and may 
be studied at some more convenient time 
in the future. The scholarship plan was 
especially designed to fit the needs of re- 
turning servicemen, and of the busy 
Jeweler whose studies may be interrupted 
during the war years. 

Since the April 31 rise will not be in 
Proportion to increased costs incurred 
in conducting the courses, the Institute 
foresees the possibility of an additional 
rise later in the year. 
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Heads UJA Fund Raising Group 


Benjamin Lazrus, of Benrus Watch 
Co., who as chairman of the Jewelry and 
Allied Trades Division of the United 
Jewish Appeal of Greater New York, will 
lead the jewelry men’s campaign to raise 
funds for the four UJA agencies—the 
Joint Distribution Committee, the United 
Palestine Appeal, the National Refugee 


BENJAMIN LAZRUS 





Service and the National Jewish Wel- | 


fare Board. Mr. Lazrus has just an- 
nounced the names of the officers of the 
division who will share with him the job 


of planning and carrying through a | 


whirlwind drive. The industry’s annual 


dinner for UJA will be held April 19 at | 


the Hotel Biltmore. 


the spirit among the students is the ex- | 
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Palladium Eagles. 


GEORGE BLADEN, INC. 
RINGS 
LAFAYETTE BLDG. BUFFALO, N. Y. 


Samples sent to reliable Jewelers on request. 
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your stock does not 
include items from 
J. Engel and Co. 
and you want to 
look ahead toward 


tomorrow, drop us 
a line to that effect 
today. 





4 PE NELA ME ERLER, 


BALTIMORE STREET AT HOPKINS PLACE 
BALTIMORE (1), MD. 








THE FUTURE 
MAY BE NEARER 
THAN YOU THINK— 


So— 


Check below the items you are most 
interested in, and mail the list to- 
day. A special file will be kept of 
your requirements and we will notify 
you when they are available. 


O) DIAMONDS 

O WATCHES 

O WESTCLOX 

O MANTEL CLOCKS 

O GENUINE WATCH MATERIALS 

CO) GOLD & GOLD FILLED 
JEWELRY 

O) SILVER PLATED FLATWARE 

O) SILVER PLATED 
HOLLOW-WARE 

O TOILET WARE 


MAX KOHNER 


WHOLESALE JEWELERS - Est. 1885 
An Institution of Dependability 
21 West Baltimore $t., Baltimore 1, Md. 
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Baltimore Jewelers Honor Robinson; 
Reelect Heiss as President 


Baltimore jewelers honored Abe 
Robinson, diamond expert, at the annual 
meeting of the Jewelers’ Association of 
Baltimore held on February 27. Mr. 
Robinson, who has left to join the Philip 
H. Woolf Co. in Los Angeles, was pre- 
sented with a silver bowl by President 


| Howard C. Heiss of the Howard C. 


Heiss Company. 
Mr. Robinson, who was active in the 


| trade during his stay in Baltimore as a 
| member of Castelberg’s, became well 


M 





known for his work in the Jewelers’ As- 
sociation of Baltimore. é 

Mr. Heiss was reelected president at 
the recent election and other new officers 
named were: Ellis T. Baker, Stieff Com- 
pany, first vice president; Richard Block, 
Castelberg’s, second vice president; 
David Lakein, Lakein Jewelry Company, 
treasurer; J. W. Mehling, Retail Mer- 
chants’ Association, secretary. 

Named to the Board of Directors were 
William Culp, James R. Armiger Com- 
pany; Leon Engel, J. Engel & Company, 
Inc.; Charles Erkes; Walter Greene- 
baum, S. & N. Katz; Miss Elizabeth F. 
Justis, John C. O. Justis; and Jacob M. 
Paul of J. M. Paul. 





q A new retail store has been opened 
by Sam Levy in Suffolk, Va. 


4q H. A. Goldberg, of Cooper’s, at Ports- 
mouth, Va., who spent a vacation period 
in Florida, is back on the job once more. 


q Leonard D. Roche, of Norfolk, was 
among the callers at the wholesale estab- 
lishment of J. Engel & Co., Inc., on 
March 7. 


q Rudolph B. Baldwin, formerly of New 
York, has been appointed a diamond 
buyer for the U. S. Jewelry Company 
of Baltimore. 


q Among the Baltimoreans, who sought 
relaxation and sunshine in Florida was 
Si Stein, of the Pimlico Jewelers, who 
has just returned to his home. 


q Bills passed by the Georgia Legisla- 
ture early in March included one re- 
quiring that second-hand watches be 
marked when offered for sale. 


4 Norman D. Greene, M. Greenebaum & 
Sons, 104 North Howard street, Balti- 
more, left on March 15 for a vacation 
trip to Miami, Fla., with his wife. 


q David Wiegman, a retailer at 3206 
Eastern Avenue, Highlandtown, and his 
wife were in an automobile accident re- 
cently, but escaped without serious in- 
juries. 


qH. E. Baumohl, president of the U. S. 
Jewelry Company, wholesaler at Liberty 
and Baltimore Streets, Baltimore, has 
gone to Miami for a vacation of a month 
or longer. 

q H. A. Goldberg, connected with Coop- 
er’s, of Norfolk, and Portsmouth, Va., 
was one of the recent visitors to the 
establishment of J. Engel & Co., Inc., 
Baltimore wholesalers. 

4 J. M* Paul, a retailer at 3310 Eastern 


‘ 





Avenue, Baltimore, is on the road to 
recovery from a serious illness, 
daughter was married recently to Amos 
Myers, a local attorney. 


q The Harrison Jewelry Company, 397 
South Jefferson Street, Roanoke, Va, 
has been purchased by Ned Cohen, of 
Greensboro, and Murray Fitterman, of 
New Bern, N. C., who plan various jm. 
provements. 


q John H. Lanum, of Buena Vista, Va, 
was one of the jewelers who visited the 
Baltimore market the second week jp 
March and called at the Albert S. Smyth 
Company, Inc., wholesalers at Baltimore 
street and Hopkins Place. 


q L. P. Jackson, jeweler at 104 East 
Lafayette Street, Jackson, Tenn., has 
been elected president of the local Re 
tail Credit Men’s Association after hay- 
ing served as vice-president for 1944 
This is the association’s 21st year. 


¢q Students and instructors of the South. 
ern Watch Clinic, with Forrest Osborne, 
head of the clinic, were recent luncheon 
guests of the Shrine club in Memphis, 
Tenn. Most of the students are handi- 
capped war veterans who are learning 
the watchmaker’s trade. 


q Mednikow Jewelry Company, 5 South 
Main Street, Memphis, Tenn., is cele- 
brating its 50th anniversary this year, 
The firm, which started in Milwaukee as 
a wholesale concern, has been in the re- 
tail optometry and jewelry field for the 
past ten years. The store staff cele 
brated with a dinner party on February 
25. 


q At Miami, Florida, early in March 
more than a score of Treasury agents 
headed by Investigator Elmer [rey 
were checking into big spending sprees 
in night clubs, gambling centers and 
luxury shops of the Miami resort area. 
Sales of furs, jewels and expensive lug- 
gage at Miami shops were being ex- 
amined for the dual purpose of check- 
ing income tax returns and the payment 
of the federal excise tax on luxury items, 
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Daniel D. Simon, at one time connected 
with the old jewelry firm of A. Simon & 
Sons in Philadelphia, has been made 
manager of the jewelry department of 
the Federal Department Store in Bakers- 
field, Calif. 

Of nine employees now in the service, 
I. Bedichimer & Company boasts eight 
on the fighting fronts, one at a U. S. 
base. The nine are Ist Lt. Eli D. Pron- 
chick, aviation; Cpl. Gerard Reinhardt, 
Engineers; Pvt. Consolato Battoglio; 
Nicholas DiPiero, USN; John Mac- 
Menamin, USN; Frank Battoglio, USN; 
Anthony Battoglio, USA, all in foreign 
service; and Charles Davy, USA, in this 
country. I. Bedichimer and Company 
are manufacturers of insignia jewelry 
located at Sansom and 12th Streets. 
4 Now before the Pennsylvania State 
legislature is one of the latest watch- 
maker licensing bills. Following the 

neral form of the original Wiscon- 
sin bill, the law would set up a board of 
examiners and create standards by which 
potential watchmakers would be judged. 
It was introduced in the House of Rep- 
resentatives by Mr. Haudenshield and 
Mary A. Varallo, co-owner of the M& A 
Jewelers, 1418 Point Breeze Ave., Phila- 
delphia. Mrs. Varallo reports that there 
has been much favorable reaction by 
members of the Retail Jewelers Associa- 
tion in her locality toward the measure. 


4A bill providing for the regulation of 
old gold and gem buying has been in- 
troduced in the Pennsylvania state legis- 
lature. The bill, which has been re- 
ferred to the committee on judiciary gen- 
eral, requires purchasers to retain sec- 
ond hand gold and gems in their posses- 
sion for a period of 30 days before melt- 
ing or otherwise changing its form. 
Providing for strict penalties, the bill 
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states that the purchaser must also make 
a record in duplicate of all transactions. 
The new measure is aimed at preventing 
looted merchandise from being made 
unidentifiable as soon as the thief sells it. 

Action on the bill, presented before the 
state house of representatives by Charles 
H. Brunner, Jr., is still pending. 





Help Veterans Adjust to Civilian 
Life, Jewelers Vigilance Committee 
Urges All Members of the Trade 


The Jewelers Vigilance Committee has 
started a campaign to encourage jewel- 





. —— 


ers to help aid veterans in becoming re- | 


absorbed into the business world. In a 
letter made public by G. H. Niemeyer, 
jewelers were urged to make every ef- 
fort to contact servicemen as possible 
employees. 


The letter suggested that meetings of 


jewelers in each community be arranged | 


to discuss the subject and “to present 
facts showing the willingness of our in- 
dustry to cooperate in this effort to the 
fullest extent.” 


The publicity attendant upon such a 
meeting was stressed in the letter, and 
jewelers were asked to write to the 
committee describing their efforts in 
this direction. 

“Because of the nature of employment 
in our industry,” Mr. Niemeyer said, 
“there may be many places were ex- 
servicemen who have been incapacitated 
can be used.” 

Servicemen, he said, may be reached 
by contacting local veterans’ organiza- 
tiorls, veterans’ hospitals, draft boards 
and other civic groups. The JVC will 
furnish any jeweler with the names of 
the nearest organizations of this type. 





HAVE YOU SEEN THESE RINGS? 


The Police Department in Berkeley, Calif., 
is holding some jewelry which is believed 
to have been len. A photograph of 
three of the. rings from the lot bearing 
their tags is reproduced above. So far the 
tags have not been identified. 





The marking on the tags from left to 
right follows: 


Ring No. | Ring No. 2 Ring No. 3 
294-GA 6IDA3 DA3-235 
PBX RBNX RBNX 
1500 6250 9000 


The tags are white celluloid marked in 
ink. 

If you recognize them, please telephone or 
telegraph the Jewelers’ Security Alliance, 
535 Fifth Ave., N. Y., or Pinkerton's National 
Detective Agency, Inc., 681 Market St., San 








Francisco, Calif., who are covering the case | 


for the Alliance. 
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q Harry Rosenshield, with offices at 29 
E. Madison St., who has represented Buf- 
falo Jewelry Case Co., for many years, 
now also has the Robinson & Swerdlik, 
New York, line of gem stones and rings. 
q Reversing the trend of the two preced- 
ing years, the number of small retail 
establishments in Chicago increased 
slightly in 1944, a tax survey showed. 
High on the list of businesses started 
last year were jewelry and gift stores. 
qPhilip and Dave Martin who operate 
credit jewelry stores at 117 S. Dearborn 
St., and 238 S. State St., announce that 
they have purchased the lease and fix- 
tures of the B. Weiss store at 172 W. 
Randolph and will open their third store 
at that address about May Ist. Mr. 
Weiss is undecided where he will locate 
other than it will be somewhere in the 
West. 

q Philip Abrams, for many years asso- 
ciated with Son & Prins Co., diamond 
importers, has resigned as vice president 
and director of the company effective 
April Ist. On April 7th he leaves for 
Los Angeles, Calif. with his family to 
take over the management and buying in 
the diamond department of E. W. Rey- 
nolds Co. Mr. Abrams is very highly re- 
garded in the trade and the best wishes 
of his host of friends in Chicago go with 
him. 

q At the annual meeting of the Fraternal 
Association of Chicago Jewelers held at 
10 S. Wabash Ave., on March 3rd, Her- 
man J. Kramer, Lossau & Kramer, was 
elected president; Ray Rust, vice presi- 
dent; John G. Leiner, Benj. Allen & Co., 
secretary-treasurer; directors, Arthur 
Oberlander and George O. Fleming. Hold 
over directors are Joseph J. Galvin and 
W. H. McGreevy. Secretary Leiner re- 
ported cash on hand $1,500.00 and bonds 
at face value of $12,500. 

q A Jewelers American Legion Post is 
now in process of organization in Chi- 





cago. Veterans of either World War | 
or II are eligible if associated with apy 
branch of the jewelry or allied trade, re. 
tailers, wholesalers and manufactures 
and employees. Already more than 199 
have signed up for membership and qj 
eligible veterans in Chicago are urged ty 
get in touch with Mr. Harry Freeman gt 
218 S. State St., phone Harrison 095 
An organization meeting will be called 
in the near future. 

q With 19 of the scheduled 28 play 
finished the standing of the teams in th 
Chicago Jewelers Bowling League was 
Benj. Allen & Co., 86 won, 21 lost; J, 
Milhening, Inc., 35-22; C. & E. Marshal} 
Co., 33-24; Martin Lens Co., 30-27; Th 
Ball Co., 22-35; Swartchild & Co., 15-42 
C. & E. Marshall Co., lead for best three 
games with a score of 2903, J. Milhening, 
Inc., best single game, 1019. Best three 
game individual score made by Jo 
Kamerlander, 667, of Swartchild & (Co, 
Best single game record is a tie between 
Dave Newman, Benj. Allen & Co., and 
Gus Munson with 256 pins each, and 
Dave Newman has the highest individual 
average for the season, 184. 

q Because of restricted travel the Illinois 
Retail Jewelers Association has arranged 
a series of district meetings for the year, 
the first of which was held at Rockford 
on March 8, with 35 present including 
nearly all jewelers of Rockford. The 
election of officers this year will be con- 


‘ducted by mail with Harry Yaseen, Chi- 


cago Heights, as chairman of the nomi- 
nating committee. President Charles 
Jacobs, Frankford, introduced Chas. H. 
Baker, Springfield, recently appointed 
executive secretary, who outlined pend- 
ing legislation which will affect the 
jewelers of the state and conducted the 
discussion which followed. Mr. Baker i 
a member of the legislative committee of 
the Illinois Retail Federation of Trade 
Associations and keeps in close touch 
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with all legislation of interest to all 
trades. The next meeting will be held 
in Decatur on April 8 and a Chicago 
meeting will be announced later. The 
meetings are open to all jewelers and it 
is hoped all jewelers in the vicinity will 
attend. ; . 
Meeting in a room with seating ca- 
pacity of 120 the Chicago Horological 
Guild was hard pressed to accommodate 
the 145 who attended the meeting at the 
Hamilton Hotel on February 16th. The 
feature of the evening was a talk on 
escapements by M. W. H. Samelius, 
Elgin Watchmakers College. He traced 
the evolution of watch escapements and 
illustrated with still slides and also a 
projected picture of a moving escape- 
ment on the screen. S. G. Brolin, presi- 





dent of the Illinois Watchmakers 
Association, discussed the proposed 
licensing law and gave a_ favorable 
report on its progress. President Ed. 
Falkenhayn called J. F. Macke, C. & E. 
Marshall Co., to the speaker’s desk and, 
expressing the appreciation of the or- 
ganization for his active efforts, pre- 
sented him with an honorary member- 
ship card. Following the meeting 
sandwiches, coffee and a huge _ birth- 
day cake were served by the hostess com- 
mittee consisting of Mrs. Florence John- 
son, Mrs. Julia Hollister and Mrs. 
Genivieve Stanson. The evening’s pro- 
gram was the first of a series to be ar- 
ranged by a program committee, C. G. 
Klines, vice president, chairman. 
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Seattle Jeweler Adopts 
Broad Retirement Plan; 
Hailed As Forward Step 


In inaugurating a plan for retirement 
of employees of Weisfield & Goldberg, 
Inc, operating a group of highly de- 
partmentized jewelry stores in principal 
Pacific Northwest cities, Leo Weisfield, 
president of this organization at Seattle, 
has taken a step almost unique in the 
retail jewelry field. 

Benefits of this plan are held to be 
well in advance of other plans for such 
retail jewelry organizations. But, ac- 
cording to Mr. Weisfield, “such a retire- 
ment plan is a responsibility that most 
firms in or out of the jewelry field must 
assume if we are to have distribution as 
we have it today; for if we do not do 
this for employees the Government will.” 

The plan is administered by a special 
Retirement Committee selected of vari- 
ous members of the staffs in the different 
stores. It consists of Saul D. Herman, 
assistant sécretary of the company in 
Seattle, chairman; and the following: 
Walter R. Lommel, comptroller, Seattle; 
Arthur C. Cohen, manager of the Port- 
land, Ore., store; John Stusser, manager 
of the Seattle store; and Jack Gruber, 
eredit manager of the Tacoma store. 

When the plan was announced to staffs 
of the various branches immediate favor- 
able response was shown. In the case of 
a former employee who had returned 
after a break in his tenure of employ- 
ment, sincere regret was expressed by 
him that he had ever left the organiza- 
tion and thus had interrupted the length 
of service to make him eligible, and he 
expressed the feeling that he would not 
be leaving again, since there was great 
incentive to remain now that the retire- 
ment plan had been inaugurated. 

Worked out with the assistance of San- 
ford M. Bernbaum, chartered life under- 
writer, and the Penn Mutual Life Insur- 
ance Co., the plan blankets the retire- 
ment and safeguards the future of be- 
tween 250 and 300 men and women em- 
ployees of the sales and service staffs, 
various departments, offices and branches 
of the group of “Weisfield” stores in 
leading cities of the Puget Sound region, 
Western Washington and Oregon. 

Highlights of this plan comprise a no- 
contributions-from-the-staff policy and 
normal retirement at the age of 65 years. 
Benefits actually mean in the aggregate 

t when the man or woman who has 
served the jewelry firm for the required 
period reaches retirement, he or she will 
receive, with approximate amount of so- 
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cial security, about 40% of his or her 
average earnings over a period of years 
or rather 40% of what may be the 
average earnings at the age of 55 years 
because benefits are frozen at that time. 

The plan has had approval of the 
U. S. Treasury and in accordance with 
one particular feature of the plan, re- 
quirements of the Treasury are met 
specifically. This pertains to that part 
of the policy regarded as straight life 
insurance and in the light of income, so 
according to Treasury ruling the em- 
ployee has to pay a withholding tax on 
it. Otherwise there are no contributions 
from the staff member to the retirement 
fund. 

As may be seen, it is one of the most 
comprehensive, if not the most compre- 
hensive plan covering employees of a 
retail jewelry house, inasmuch as many 
outstanding advantages have been in- 
corporated into the agreement that takes 
full cognizance of employees’ “vested 
rights” as they continue working for 
the jewelers. The individual employee 
on retirement, furthermore, may elect a 
number of income options that may suit 
his or her individual needs. 

Moreover, the plan recognizes the mili- 
tary service of employees, covering those 
who have entered the armed forces of 
the nation and protecting them as though 
they are still actively employed. 

The purpose of the plan is, in Mr. 
Weisfield’s words, “To reward those who 
have built this institution to what it is 
today, as well as to retain the high 
standard of service and maintain a high- 
quality personnel through the years 
ahead.” 





Belle Kogan Elected President 
Of American Designers Institute 


Belle Kogan, consulting designer, with 
offices at 362 Fifth Ave., N. Y., has just 
been elected president of the American 
Designers Institute for the coming year. 
The Institute is an organization of lead- 
ing designers of all types of industrial 
and consumer goods. Election to its 
presidency is considered a signal honor. 
Miss Kogan is believed to be the first 
woman to have been named to the office. 

Jeweters Crecutar-KeysTone readers 
will remember her as the author of many 
articles on silver design that have ap- 
peared in JC-K, including the series en- 
titled “Knowing Yesterday’s Designs 
Sells Silver Today,” which was pub- 
lished about four years ago. 


George W. Isenhour has opened a 





jewelry and gift shop in Elkin, N. C. 
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q Ed Sonngen, partner in the R. J. Flax- 
mayer Co., made a buying trip to Chi- 
cago last month. 

q Carroll Seghers, local retailer who 
formerly lived in St. Louis, visited his 
friends there last month after making a 
buying trip to Chicago. 

q.A. J. Laumann, Peebles Corner 
jeweler, has entered the grandfather 
ranks. His first was born Feb. 27 to his 
daughter, an ex-WAVE, now residing 
at Long Island, N. Y. 

q Jacob Morris, Bell Block Bldg., one 
of Cincinnati’s oldest watchmakers, cele- 
brates his birthday with George Wash- 
ington. Still actively engaged in ‘busi- 
ness, Mr. Morris was 82 on Feb. 22. 

4 George Warren has left his place with 
the George H. Newstedt Co. to become 
store manager for the jewelry firm of 
Ralph Roessler, Marion, Ind. He re- 
turned here on a visit shortly after tak- 
ing the new position. 

q James Dunn, Gerwe-Brown Co., re- 
turned after making a highly-successful 
sales swing through Ohio, Indiana and 
Michigan. Lars R. Ollsen of that firm 
made a tour through Kentucky and Ten- 
nessee then began a trip through the 
South. 

q Floyd Knight, diamond cutter, reports 
that his nephew, Don Knight, who was 
wounded fighting in Europe, now is con- 
valescing. The soldier is the brother of 
“Buddy” Knight, Air Force officer who 
formerly operated the diamond cutting 
business here. 

q Russell Schneider, operator of one of 
Cincinnati’s newest jewelry stores, re- 
ports he is doing a brisk business. 
Formerly a watchmaker for the Gruen 
Watch Co., he opened the store several 
months ago in the hilltop community of 
Corryville. 

4q Phil Haas, who likes to get out in the 
open when he leaves his Sixth Street 
store, has launched a new enterprise 
on his country place near Milford. 
It has been developed into a chicken 
farm with Mr. Haas making numerous 
trips there to keep account of the hens 
and roosters. j 

q Operators of the Rogers Jewelry Co., 
532 Vine Street, March 10 were the vic- 
tims of a very “careful” thief. Pains- 
takingly, he sliced out a one-inch square 
hole in the store display window with 
a glasscutter. Without disturbing any- 
thing else he fished out four rings valued 
at nearly $200. 

q Cigars, candy and not a few drinks 
were passed out to his friends in the 
trade last month by J. Charles Hummel, 
veteran Gerwe-Brown Co. salesman, upon 
arrival of his seventh grandchild. The 
baby was born March 1 to his daughter- 
in-law and son, Lt. Thomas Hummel, 
Air Force officer now in Amarillo, Tex. 
q In Florida, enjoying a brief vacation 
from duties at his retail store and as 
Hamilton County commissioner, is Ho- 
bart Wehking. Another retailer and his 
wife, Mr. and Mrs. Louis J. Hummel, 
returned from there last month as did 
Richard Welling, Lockland jeweler, and 
John A. Gerwe, Gerwe-Brown Co. 

q The familiar voices of his fellow work- 
ers at the Gerwe-Brown Co. wishing him 
the best of luck will be conveyed to 
Maury Gerwe at his battle station in 


Europe. 


The idea was conceived at g 
party Feb. 16 at which Carl Benkese 


was host. All those present joined jp 
making records which were dispatched to 
the soldier. 


q The Wadsworth Watchcase Co., Day. 
ton, Ky., which converted to Government 
work from watch case manufacture early 
in the war, has been granted War Pro. 
duction Board approval to build a $205, 
000 addition to its plant. Arthur Wads- 
worth, company official, said machine 
gun parts would be made in the new 
building and other war work carried op 
there. Work is expected to begin short- 
ly on the proposed two-story structure, 


q Members of the Town Criers held a 
luncheon March 1 in the Cincinnati Clyb 
as their first affair since their annual 
meeting. Committees were announced for 
operation during the ensuing year. Sam 
Silverman of the publicity committee, 
introduced a new member, Don Rossett, 
one of his employes. Another new men- 
ber reported was Harry W. Meihaus of 
the Schumer Bros. Co. Melvin Hesse, 
Harry Greenwold Co., president, an- 
nounced another such luncheon would be 
held in April. 


q An infrequent visitor, Charles Everard, 
who travels for George Schmidt, Los 
Angeles, Calif., stopped off here briefly 
last month. Other visitors included Wil- 
liam Comes, Sloan & Co., New York; 
Percy Lucas, Rosfelder Bros. Co.; Jack 
Wolf, back from the East; Paul Durnall, 
St. Mary’s O.; J. L. Albritton, Jackson, 
Miss.; George L. Hale, Sikeston, Mo; 
James L. Guard, Blytheville, Ark.; Fred 
V. Sayre, William Dixon, Inc., Newark, 
N. J.; Willard H. Jones, Grof Mfg. Co., 
Cleveland, O.; Mr. and Mrs. Clyde Page, 
Trenton, Tenn.; Jesse Waters, Bluefield 
W. Va., and Charles Barr, Hopkinsville, 
Ky. 

q One of the greatest floods in the his- 
tory of Cincinnati temporarily suspended 
operations of a number of jewelry 
stores. Probably hardest hit in the 
March disaster was Carl A. Wagner, 
both of whose stores, on Freeman Avenue 
and in Northside, were in the highwater 
district. At the latter, water came up 
over the first floor. It was also a heavy 
blow to the Straus Jewelry Co., estab 
lished in Northside only a few months 
ago. Others affected were Beck & Dolf, 
Camp Washington, and the store of Al 
bert Schneider,’ Camp Washington. 
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and equipment were removed be- 
fore the upsurge. 

Several out-of-town jewelers joined 
with those from Cincinnati and the 
Friendly Sons of St. Patrick, March 17 
in the Netherland Plaza Hotel when the 
St. Patrick Day festivities were cele- 
brated in traditional style. A separate 
table was-provided for members of the 
trade by George E. Brown, Gerwe-Brown 
Co, president of the Friendly Sons. 
Among those present were W. H. Mc- 
Greeve, Ostby & Barton Co., Providence, 
R. I.; Robert Brennan and Nate Blank 
of the Speidel Corp., Providence; Robert 
Seifert, Albert & Seifert Co.; Louis J. 
Hummel, local retailer, and James Dunn 
and J. Charles Hummel, Gerwe-Brown 
Co. 


Sneak Thief Captured 
(From page 223) 


sive search, succeeded in locating the 
man and placed him under close surveil- 
Jance. Then, through a clever ruse, 
Kwashy was maneuvered into a spot 
where he could be seen in person by Mrs. 
Shell, who after a look at him, positively 
confirmed the identification she had made 
from the photograph. Kwasny was 
properly collared by the police and 
taken to headquarters. 

Under questioning he admitted the 
theft of the diamond necklace and also 
admitted having been in various other 
New York jewelry stores, including Car- 
tier, Rubel, Lambert Bros., Udall & 
Ballou, and. various others in the Fifth, 
Madison and Lexington Avenue district, 
at or about the times when thefts had 
been sustained by those stores. 

Kwasny’s technique, detectives said, 
was to enter a high-grade store, give a 
fictitious name, and ask for a watch 
which he claimed had been left by his 
wife for repairs. The store, of course, 
would be unable to find the watch and 
Kwasny would then loiter about on the 
pretext of waiting for his wife to come 
and identify her timepiece. 

At a favorable moment when he be- 
lieved himself unobserved, he would 
snatch a piece of valuable jewelry and 
vanish. 


The pieces were then sold to a fence 
for a fraction of their real value. For 
example, the Johnston necklace valued 
at $12,000 is said to have brought 
Kwasny only $2,500. None of the stolen 
items have as yet been recovered al- 
though a Lexington Ave. dealer who is 
accused of being the fence, has been 
arrested and charged with receiving 
stolen property. This latter individual 
is out on bail awaiting preliminary hear- 
ing in the Magistrate’s Court. Kwasny 
is being held in the Tombs lacking the 
$15,000 bail in which he is held. He has 
been indicted, pleaded not guilty and is 
expected to be brought to trial very soon. 





The Mermod-Jaccard & King Jewelry 
Company, St. Louis firm, held its fifth 
annual “Ten-Plus” dinner in collabora- 
tion with the Scruggs-Vandervoort-Bar- 
ney department store on March 7. Held 
each year in honor of veteran employees, 
the group had as special guests, a num- 
ber of men who had been with the two 
firms for 50 years or more. 
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L. ‘Nathan Retires As President 
Of Precious Stone Dealers, 
Succeeded by Max Stern 


After serving the Precious Stone Deal- 
ers Association as president for the past 
seven years, Leopold Nathan, S. Nathan 
& Co., has resigned, to be succeeded by 
Max Stern of Max Stern & Co. Also re- 
tiring after a seven-year period of ser- 
vice is Secretary Isidor Lassner. 

Wew officers, in addition to Mr. Stern, 
are Leo Wolleman, vice president George 
J. Klinick, Heller Hope Co., treasurer; 
and Lloyd V. Lassner, Lassner & Las- 
sner, secretary. 

Announcement of the new officers 
came at the fifteenth annual meeting of 
the association on March 8. Other events 
of the meeting included the donation of 
$150 to the American Red Cross fund, 
in addition to individual contributions. 

The group is taking a poll of the mem- 
bership to determine the feasibility of 
closing all places of business of mem- 
bers for the first two weeks in July for 
summer vacations. Definitely decided is 
the Saturday closing for all members 
from the first of April until Oct. 30. 

The board of directors named at the 
meeting includes: Leopold Nathan, 
Charles L. Frank, Belgard & Frank Inc.; 
Anthony Mastaloni, A. Mastaloni & Co.; 
Edward Lembeck, Edw. Lembeck & 
Bro., and Thomas H. Benedict, H. R. 
Benedict & Sons, Inc. ’ 


Watch Situation 
(From page 216) 


rests on a sound economic basis. We 
have tried isolationism, just as we have 
tried the Hawley-Smoot tariff; both 
have been found wanting. The country 
is ready to try something else.” 


NEW OFFICERS 


Assuming the presidency of _ the 
American Watch Assemblers Associa- 
tion this year is S. Ralph Lazrus of the 
Benrus Watch Company. Also elected 
were A. L. Carnow, first vice-president; 
Herbert Ollendorf, second vice presi- 
dent; Norman Morris, treasurer; Gaston 
Ditesheim, secretary, and I. 
Kornbleit, executive secretary. 


Niemeyer Talks to SCJA 
(From page 221) 


competition he must go after business ag- 
gressively. “Even competition within 
the industry will be greater than ever 
before,” he said. “Just as manufac- 
turers are certain to make drastic 
changes in their methods, so retailing is 
due for a change.” 

Ben Shapiro, of Leroy’s, president of 
the club, was in the chair and turned the 
meeting over to James F. Apfell, who 
acted as toastmaster. Herman Seigel of 
Robbin’s, club secretary, was in charge 
of the arrangements. 

Benjamin C. Rudolph, past president 
of the National Association of Credit 
Jewelers, who was scheduled to be pres- 
ent at the meeting, was unable to at- 
tend. 


Robbins 





GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


618 LIBERTY AVE. PITTSBURGH 














CHAS. ASCHERMAN 
AND COMPANY 





Wholesale Jewelers 
GENTS’ GENUINE HEMATITE 
RINGS $11.25 to $30.00 


503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 























Exclusive Designs of 


MASONIC RINGS 


32nd Degree Stone set Gents 
Rings Rings 
Gents Diamond Emblem Pins 


Mountings and Buttons 
Eastern Star Cameo Set 
Rings Rings 


GRAN and CO. 


Manufacturing Jewelers 
546 S. Meridian St. - Indianapolis 4, Ind. 











dau he 6th AVE 


at 49th - N.Y.19 
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Where to Buy 
AMERICAN 
China and Glass 









THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 








LENOX CHINA 


SERVICE PLATES 
DINNERWARE 
NOVELTIES 
x Made in America 
LENOX,INC. Trenton, N. J. 








“CARENADE” CRYSTAL 


Stemware, Bowls, Vases, Perfume Bottles 
and Smoking Accessories 
ork. Clty | 


Send for Mustrated Catalog 
so ARIGHT-LE CARBOULEC, ING. 
60 Fifth A 
sine GRYSTAL ano BENT GLASS 


ve. 
CHelsea oon 
Giftware of Distinction 








KENSINGTON, ING. NEW KENSINGTON, PA. 








JEWELRY GIFTS ACCESSORIES 
URIE F. MANDLE CoO. 
Shew Rooms, 411 Fifth Avenue 


NEW YORK 16, N. Y. 
MUrray Hill 3-9107 














HAWKES CRYSTAL 
GLASSWARE 


for discriminating 
people—WRITE 


T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 Sth Ave. 


MARY RYAN : 


Mow Yor 





OLD WATERFORD 





ok Semel Pan a: 
~CESSORIES 
FURNITURE 


GIFT 
. 


ae P Pe 
225 Filth Avenve ~NO ART 


Merchandise Mert NOVELTIES 


~ 
hic 
Chicego 








ASTLETON CHINA 


satiate ag L. E. HELLMANN, President 
- S. CORCORAN, Vice Pres. 


DE e eat. a MELEWARE 


FINE CHINA TRADE 
" MADE IN AMERICA - MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 
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| located in the Starks Building, Louis- 
' on February 11. 


| Lawson had been a government engineer. 
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Mortimer S. Axpetson, founder of one | 
of the best known credit jewelry chains 
in the East, died in a Newark hospital 
on March 9. Born in Utica, N. Y., 58 
years ago, Mr. Abelson had been in the 
jewelry business most of his life and 
had run his own stores for the past 30 
years. Abelson’s Ine, included nine 
stores in Northwestern New Jersey and 
Small’s in Rochester, N. Y. Mr. Abelson 
was one of the founders of the Associated 
Credit Jewelers of New York and New 
Jersey and did much to add prestige 
and integrity to the credit jewelry field. 

Henry Dient, who was floor salesman 
and head of the export department of 





the New Haven Clock Co. in the New 
York office, died at his home on Staten 
Island on February 10. Mr. Diehl had 
completed almost 30 years of service to 
the company. 

Roranp Hvesener, a partner in the 
retail firm of H. O. Huebener, 926 | ight 
Street, Baltimore, died early this month. 


Morris Kesster, 65, of the Kessler 
Jewelry Company, Tulsa, Oklahoma, 
died February 23. Surviving are his 
widow, Mrs. Mollie Kessler, and two 
daughters. | 

Georce Kotnorr, one of the oldest | 


jewelers in the Cincinnati trade, died in 
February. He was associated with the 
Strunk Rosfelder and Schlueter Jewelry 
Manufacturing Company and had pre- , 
viously been with the Fox Jewelry Com- 
pany. 

Harry H. Lawson, 47, owner of W. G. 
Buschmeyer and Son, wholesale jewelers 


ville, Kentucky, died of a heart attack 
Before entering the 
jewelry business several months ago, Mr. 


Orro LoceMANN, 82, who retired nine 
years ago from the jewelry business his 
father started in the early days of Mil- 
waukee history, died February 20 after 
a brief illness. Mr. Logemann was widely 
known not only as a jeweler but as an 
accomplished musician. 

T. P. Maurer, 60, former Toledo, O., 
jeweler, who retired in 1943, died late 
in January in Los Angeles. He opened 
a store in Toledo in 1917. 

IsaporE Pavitt, for many years lo- 
cated in the Jewelers Building, Boston, 
died on February 22, leaving a widow 
and two children, Anita and Murray. 

Hyman R. Rocatsxy died on Febru- 
ary 17. Mr. Rogalsky was head of the 
Rogalsky jewelry store in Bradford, Pa. 

Roserr L. Sparn, 72, formerly 50 years 
associated with the retail jewelry busi- 
ness, died suddenly early this year. Mr. 
Svain was with the Fischer Company of 
Chattanooga, Tenn., at the time of his 
death and had previously been connected 
with Brodnax in Memphis and Maier and 
Berkle in Atlanta. 

Kart Gopwin Timmons, for many 
years with the Shyer Jewelry Store in 
Chattanooga, Tenn., died recently in 
that city. 

H. Epson WHEELER, 
Milford, Mass., jeweler, died February 
26, at his home in Hopedale, Mass., 
after a long illness. He was one of the 
pioneer jewelers of Milford, having con- 
ducted a business there for more than 
40 years. He was a native of Monson, | 
Me. A Spanish-American War veteran, 
he was prominent in Masonic organiza- 
tions. 


/ 
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Where to Buy 
IMPORTED 
China and Glass 








i 


JUSTIN THARAUD, In. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 


LL . 








PAUL A. STRAUB & CO., laa Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Ine, 


162 Fifth Avenue, New York City 














EDWARD BOOTE 
35 & 37 W. 23rd St., New York, N. Y, 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE : 
GIBSON & SONS TEAPOTS 








MADDOCkh & MILLER, INC. 
English China and Earthenware 


CROWN DUCAL Dinnerware 

MASON’S Ironstone China 

COALPORT Bone China and Kingsware 
ROYAL CAULDON Bone China and Earthenware 
WELLINGTON Bone China Teaware 


129 Fifth Avenue, New York 38, N. Y, 








ENGLISH CHINA 


Smoking accessories, lustreware pitchers, Toby 
Jugs, Teapots, Sugars and Creamers, | 
ual Breakfast Sets 


TEDMAN IMPORTING CO. 
225 Fifth Ave. Rpom 829 New York, N. ¥. 








Importers of 
ENGLISH CHINA 
and 
EARTHENWARE 

Stock and Import 


FONDEVILLE & CO., INC. 
149 Fifth Ave. New York 10, N. ¥. 
AL. 4-0104 

















ROYAL DOULTON 


English Bone China and Earthenware 


IRISH BELLEEK 


The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, W. Y: 


—— 





THE JEWELERS’ CIRCULAR-KEYSTONE 





aes oe 


i 
— 


No 
G.I 
ing 
rat 
Ch 


tric 
par 


28 ee 


ity 





are 





se these new G-E Alarm Clocks 
as stepping stones | 





69% of all the women interviewed in a 
recent survey said that when it came to buy- 
ing an alarm clock, they would buy an electric 
alarm clock. 


You can start tapping this big source of 
profitable business right now . . . with G-E 
Alarm Clocks. Without curtailing our war 
production, General Electric is turning out 
fine, prewar quality G-E Alarm Clocks in 
limited quantities. 


Your customers have been reading about 
these clocks in Liberty, Collier’s, Look, and 
Cosmopolitan. They’ve been learning about 
these wonderful G-E features: 


e trouble-proof, self-starting motor 

e extremely quiet operation 

e sealed-in-oil, long-lasting mechanism 
e big, convenient sweep-second hand 
e persistent but pleasant alarm 


Now’s the time to start planning a G-E Clock 
section for your store. As our production of 
G-E Alarm Clocks increases, you'll be build- 
ing a big volume business. 


The customers who buy dependable, accu- 
rate G-E Alarm Clocks are going to be prime 
prospects for G-E Kitchen Clocks, Occasional 
Clocks, and Strike Clocks, too. General Elee- 
trie Co., Appliance and Merchandise De- 
partment, Bridgeport, Conn. 





BS ha 


PA Ceiling Price $4.95 plus tax 





oO 





TUNE IN: “The G-E House Party,” every 
afternoon, Mondaythrough Friday,4p.m., 
E.W.T., CBS. “The G-E All-Girl Or- 
Everything Electrical for Homes after Victory chestra,” Sunday, 10 p.m., E.W.T., NBC. 
“The World Today,” News, Monday 
thraugh Friday, 6:45 p.m., E.W.T., CBS. 


GENERAL (4 ELECTRIC FOR VICTORY— General Electric is work- 


ing night and day to back the attack. 
You can help, too, by buying and hold- 
ing more War Bonds than before. 
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Germanium-Gold—A New Alloy 





Battelle Institute Reports a 21-K Gold that Melts Like Soft Solder. 









by C. M. HOKE 





; NEW @old alloy of peculiar and interesting proper- the one of special interest to the jeweler and dental 
ties has just been reported by a group of research technician is the one containing 88 per cent gold and 12 q 

workers at Battelle Memorial Institute. It contains 88 per cent germanium. It is hard, fine-grained, and has a 

per cent gold with 12 per cent germanium, and melts at golden color slightly paler than its high quality of 21.12 

the surprisingly low temperature of 356 degrees C. (673 karats would lead one to expect. 

degrees F.), which is lower than the melting point of 

zinc and only a few degrees above that of lead. 

It must be said at once that this germanium-gold will 00% 100% 
not solve all the problems caused by wartime restrictions on" yess 
on the preferred alloying elements such as copper, silver, ape 1000 
and nickel. It is suited for certain special purposes, such 900° 900° 
as soldering and making intricate castings, and it may 883° 
serve these special purposes so uniquely well that its 800° 800° 
high karat and relatively high price may not be a barrier 700° : 700° 
to popularity in those special fields. But there are many 
purposes for which it is not suitable. 































t 


GERMANIUM A RARE METAL 500° 500° 

Germanium itself is classed with the rare metals. It 
was discovered in 1886. Chemically it resembles tin and 
lead in some ways, carbon and silicon in others. The 
pure metal is white and moderately heavy, its density 
(5.47) being roughly twice that of aluminum, half that . 
of silver, and one-fourth that of platinum. 100° 

For most of the fifty-nine years of its career ger- oc 





70 ° 





manium has been a laboratory curiosity. Even the better .o L, 

college textbooks dismissed it with a sentence. But it is O° copper GOLD-COPPER 0%, GouP “ 
fairly well distributed in nature, and its recent avail- Melting points of gold-copper alloys. 

ability in increasing quantities has inspired questions as 

to its properties and possibilities. A paper entitled “The Pure germanium “sprouts” and expands while solidi- 


Constitution of the Gold-germanium System,” by Robert fying from the molten state, and the 88-12 alloy has the 
I. Jaffee, Eugene M. Smith, and Bruce M. Gonser, of same tendency. Thus it reproduces mold surfaces very 
the Battelle Memorial Institute .at Columbus, Ohio, well. The germanium is not lost by repeated remelting. 
makes public announcement of some of these studies. Current interest in precision casting, both in dentistry 


The paper will be published in Metals Technology. and in jewelry making, means that this alloy of high 
; karat, low melting point, and gold color, which expands 
THE ALLOY on solidifying, miay have genuine importance. Its use 


Of the several gold-germanium alloys so far examined, as a special solder comes to mind at once. 
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Six leading home magazines carry a new and In the meantime, this big, far-reaching advertising 
lively series of sales-making ads to remind your — campaign in Ladies’ Home Journal, Good House- 
customers of Seth Thomas* self-starting electric keeping and four other magazines of recognized 
and spring-wound clocks . . . their traditional de- influence is building up an enormous demand and 
pendability, smart styling and fine quality. preference for Seth Thomas clocks. 

Of course, Seth Thomas clocks are not now avail- Prominent distributors agree the franchise to 
able. But we’re all set to produce them. Attractive distribute Seth Thomas electric and spring-wound 
new designs are ready and we can begin making clocks is one of the most valuable assets they can 
them at a moment’s notice. have. Seth Thomas Clocks, Thomaston, Conn. 


#SETH THOMAS IS REG. U. S. PAT. OFF, 


Typical Seth Thomas self-starting electric clock designs 


“Spray”—a smart, cheery electric clock for Handsome self-starting electric alarm, “Vista” — distinctive model 
streamlined kitchens. “Echo,” in walnut case. richly cased in onyx. 


Seth Thomas Clocks 


SELF-STARTING ELECTRIC OR SPRING-WOUND 
“t ee y 
Ve ferel Harie tC clocks 


A PRopucT or GENERAL TIME rnsTRUMENTS CORPORATION 
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“EUTECTIC" 

This 88-12 alloy is spoken of by the metallurgists as 
a eutectic alloy, from the Greek for “truly fusible,” 
which means that of all the combinations of gold and 
germanium this is the one with the lowest melting point. 
Eutectic alloys are of special interest to people who make 
castings, or make or use solders, and it is well to under- 
stand the word and its implications. 

The melting point of pure gold is 1063 degrees Centi- 
grade. In general, if small amounts of another metal are 
added, for example copper, the melting point of the alloy 
will be less than that figure. Jewelers who make up their 
own alloys are acquainted with this phenomenon. As 
more and more copper is added, the melting point rises 
gradually till it reaches 1083 degrees, the melting point 
of pure copper. A curved line drawn through these melt- 
ing points, as shown in the first sketch, dips gradually, 
with 883 degrees as the lowest point. The upright lines 
indicate temperature in degrees Centigrade, that at the 
left showing the melting point of 100 per cent pure gold, 
that at the right the melting point of pure copper. 

The melting point curve of the gold-germanium alloys, 
however, shows a very sharp dip, as shown in the second 
sketch. The addition of a very little germanium sharply 







© 
1100° 
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Melting points of gold-germanium .alloys. 


lowers the melting point, and only 12 per cent carries it 
-down to 356 degrees. Then further small additions carry 
it sharply up again. The melting point of pure ger- 
manium is 958.5 degrees Centigrade. Thus it is seen that 
this eutectic is very definitely marked. 

Alloys containing less germanium than the eutectic are 
of gold color and not so hard; those up to 5 per cent are 
fairly malleable. Above 12 per cent the hardness de- 
creases, the gold color fades, and brittleness increases. 
Thus these alloys do not have the working qualities of 
‘the familiar gold-silver, gold-copper, and gold-silver- 
copper alloys. 


‘240 


PRICE AND SUPPLY OF GERMANIUM 


The price of germanium has dropped sharply within 
recent years, and if large employment is found for th 
metal its price curve will probably repeat the same sharp 
drops that were shown by aluminum and magnesium, Pi 
example. At this writing a gram sample of germaninp 
costs a dollar; 100 gram lots, equal to 3.215 troy ounces, 
cost $60. In kilogram lots, equal to 32.15 ounces, the 
price is $425. (A kilogram of fine gold at $35 Per ounce 
costs $1125.25.) 

Germanium can be obtained in generous amounts a 
a byproduct of lead and zinc refining. Also, studies of 
the ashes and dust from gas-works burning British coq) 
indicate that in Great Britain alone as least 2000 ton 
of germanium (as well as smaller amounts of other rare 
and precious elements) are being dissipated annually 
into the air or discarded as ash. So, if it proves to be 
useful, the supply will be adequate and presumably the 
price will go down further. 


FUTURE WORK 

Precious metal workers will watch with interest for 
further reports, particularly on the working qualities, 
resistance to wear and corrosion, and so on, of this and 
other alloys of this series. A start has already been made 
on alloys involving a third element. 

Thanks are due to the Battelle Institute, to Dr. Gon- 
ser, and to Metals Technology for the opportunity to 
discuss these investigations; and to the Eagle-Picher 
Lead Co., by whom the' work is being sponsored. 





ANTIQUES ACCENT DEMAND FOR OLD JEWELRY 
(From page 180) 


of Berry-Hill presented one of the most intriguing of 
the show with a Swiss enamel and gold bracelet-wateh, 
owned once by Sara Bernhardt. Designed in a double 
snake pattern, the bracelet has a disc-like top which con- 
ceals a watch. 

Almost like bracelets, although actually napkin rings, 
are the china circlets, pale blue on white, of French 
origin as presented by the Antique Bazaar, of Woodside, 
Long Island. 

There were not too many hair ornaments featured in 
the show, but several of the exhibitors did include large 
standing combs, either of real or mock tortoise shell. 

Nearly every dealer had pins or brooches to show, 
along with the other jewelry items, with perhaps the 
most luxurious being the collection of antique diamond 
sprays by Berry-Hill. These are French, of the early 
19th Century period. 

A dainty sunburst pin of full-cut diamonds set in gold, 
was offered by Herbert Trigger, and an exceptionally 
charming pin shown at the same booth, was a border of 
rose diamonds along the edge of a two-inch velvet bow, 
with small hanging tassels of rose diamonds. 

Less elaborate was the group of hand-painted porce 
lain pins displayed by W. H. Applegate, of Gilbertsville, 
Pa. They also had a goldstone pin with a mosaic ros 
center, and several oval pins of old hair jewelry dating 
back to 1800. 

Outstanding among the group at the Norman of Lon 
don booth was a bee pin of diamonds, sapphires and 
pearls made in Vienna about 1790. 
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merchandise which has real beauty of design and which has genuine 





intrinsic value. The jewelry industry has performed an important ser- 
vice in maintaining these standards for the American people. Ingraham 
clocks and watches met these exacting requirements — a distinction we 
shall always strive to deserve. Right now our entire production is 


dropping on our enemies with very good results. 











SST-6—A streamlined elec: CHUM—A popular priced 
tric self-starting Tambourin midget alarm with single 
very fine figured walnut key wind for both time and 
case. Silver plated dial and alarm. Quiet tick and dis- 
gold plated sash. tinctive plastic base, 





Ss 


AUTOCRAT—A chromium 
plated pocket watch with 
outside track dial. Etched 
numerals surrounded by 
black enamel. Modern dial 
type second indicator. 


BROADCAST—8-day alarm, 
pedestal model, 4% inch 
dial, radium tipped hands 
and hour markings, mellow 
toned bell and top shut-off. 





THE £©—.. INGRAHAM COMPANY—BRISTOL, CONN. 
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IME DIFFERENCES—WV hat is the relation be- 
tween standard time and mean solar time? (Ques- 
tion No. 5706) R. T. 





Answer—Standard time is n.can solar time; that is, 
mean solar time is what is carried on the dials of watches 
and clocks. But until the adoption of Standard Time, 
there was an inconvenience in the fact that places east 
or west of each other “have their noons” earlier or later 
than each other, the amount depending upon their dis- 
tance from each other. This made difficulties with train- 
schedules, etc., since a town might have its local time 
2 minutes different from that of another town only 25 
miles away. So, about 60 years ago, agreement was 
made between the different American railroads to divide 
the United States into four zones in each of which there 
would be exactly one hour’s difference in time from that 
of the next zone east or west. This is what is called 
Standard Time. By it, only three changes in time need 
be made in traveling across the continent, instead of hun- 
dreds of changes. International agreements later ex- 
tended Standard Time zones around the world. 


RECISION CLOCKS—How would you judge 

clocks, to draw the line between what deserves the 
name “precision” clocks, and others? (Question No. 
5707) I. T. 


Answer—After giving your question considerable 
thought, we are inclined to favor this: that a “precision” 
clock is one whose rate is “close” enough to justify re- 
cording it in hundredths of a second. This we believe 
would include average clocks used in astronomical ob- 
servatories for their. routine work. Some observatories 
for special purposes may figure clock rates down to 
thousandths of a second; so we believe the criterion of 
hundredths seconds is not too exacting. It is true that 
this term “precision” is in many cases too loosely used 
today; advertising ballyhoo sometimes misuses it; just 


like it does the word “scientific,” to sell some very ordi- 
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- see how it could work. Should we saw the cuts com§ | 





nary sorts of wares to somewhat gullible customers, We 
think it improper to use “precision” to describe, for ip. 
stance, mass-produced clocks for common use, which deal 
with minutes instead of seconds, let alone small fraction 
of seconds. 








OMPENSATING BALANCES—What kind of bak 
ance is the one I run across sometimes, that ha}' 
cuts in the upper side of the rim, but these cuts do mt} | 
go all the way through the rim? It has screws in the} | 
rim, like the regular compensating balance, but I dont 


% 










Answer—These are imitation compensating balanet | ae 
used of course on very inferior grades of watches. T ee 
balances do not compensate at all for variations of tem 
perature; they are made of one metal, instead of bra 
and steel, and soft metal at that, so that sawing thet 
through wouldn’t make them compensate, and wot 
make them difficult to true. They should not be mi 
taken for monometallic balances that are used with ¢ 
var or other alloy hairsprings; the latter do not have! 
partial cuts on the rims that indicate an imitation @ 
pensating balance. / 


pletely through the rim? (Question No. 5708) W. C, { 















ILE TESTING—Having some odd pieces of rod 

wire I want to use for making staffs, etc. How! 
I sort out from them pieces to be sure what I kee 
steel and not iron? (Question No. 5709) L. T. H. 


Answer—The quickest way would be if you wa 
know the difference in the “feel” of steel, or iron, wil 
either is given a few strokes with a file. If you cant 
trust to this, about the only other way we can suggé 
would be to cut bits off of each piece and make them rm) 
hot, then quench in water; steel will become too i@ 
to file, under this treatment, while iron will remain 9 
Perhaps you could make sure of file-testing, and sa 
time, by trying a fine-cut file on a few pieces that j# 
know to be steel and on others you know to be it 
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Strictly Refiners of unnecessary scrap—filings and sweeps. Quicker 


| Not Manufacturers 


| of Jewelry 


| Let your post-war planning include the disposition 


turn-over means larger profits and more efficient 
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e CHELSEA CLOCK COMPANY |~?"""4 Inc. New vor,n 


340 EVERETT AVENUE, CHELSEA 50, MASSACHUSETTS 





management. Make a thorough cleanup. 


Kastenhuber & Lehrfeld 


21 West 46th Street Tel. BRyant 9-1060 New York 
We solicit your Sweeps—Filings—Scrap Gold and Platinum, Metals 








Your Old Gold shipments will receive special attention 
BACK THE ATTACK—BUY MORE WAR BONDS 





HOW TO GET A. 
WATCHMASTER 
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. WAR BONDS (4) MAKE MUNITIONS B) 
THAT POUND BERLIN, BLOWING UP 
HITLER ) AND RELEASING DOVE OF 
PEACE (©) THAT FLIES TO FREEDOME) 
DIVERTING CRITICAL MATERIALS) 
WHICH AMERICAN TIME PRODUCTS 
MANUFACTURE INTO WATCHMASTERS 
[STO SAVE TIME AND INCREASE PROFITS 
FOR JEWELERS AND WATCHMAKERS 


E3o, BUY MORE WAR BONDS, NOW! 






APOLOGIES TO RUBE GOLDBERG 


American Time Products 


Distributors of Western Electric Watch-rate Recorders 
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then you would be able to recognize the difference in 
the way the file acts even on soft tool-steel, and on iron. 


IAMOND VALUE-—Is it good policy to give opin- 
ion of the value of diamonds or jewelry when 
asked, when the articles have been bought of a competi- 
tor, or when we don’t know where they have been 


bought? (Question No. 5710) G. E. S. 


Answer—We think this is a question that deserves 
careful thought. Possible reasons why an article is 
brought to you for an appraisal may be: (1) the article 
was bought of someone in whom the owner has less con- 
‘fidence than in you. (2) The article was a gift to the 
inquirer, who desires to measure the generosity of the 
giver. (3) The inquirer: intends to sell the article, and 
wants your appraisal, to help make a sale. 

In case (1), your valuation is quite sure to be lower 
than the price that was paid. What then happens? The 
owner goes back to the seller, and may complain that he 
was overcharged, or even swindled, and he cites you as 
his authority for this. Then the seller tries to convince 
the owner that you do not know your own business, and 
he may succeed in this. In case (2), you are on deli- 
cate ground; what if your valuation of an engagement 
ring, for example, is only, half what the lady would like 
to think, or the gentleman would like the lady to think? 
In a case like (3), why should you give service to help 
someone make a sale that means one less sale for you 
or some other jeweler, either of whom is entitled to use 
his judgment and time for the purpose of making a 
living? 


EMENTING ONYX—Can you give us a good 

recipe for a cement for fastening broken pieces 
together in the case (onyx) of a French clock? (Ques- 
tion No. 5711) K. T. 


Answer—To rejoin pieces of broken onyx, mix thor- 
oughly 4 parts of finely powdered gypsum and 1 part 
crushed gum arabic. Dissolve powdered borax in water 
enough to make a slightly thickened solution. Add 
enough of this solution tothe powder mixture to make a 
fairly thick paste. Clean the broken onyx surfaces, 
trying them together to see that no foreign matter is 
there that could interfere with a perfect fit. With a stiff 
brush, coat both surfaces thinly with cement. Bind the 
pieces together with wire or cord, tightly. It may take 
2 or 3 days for the cement to harden; then remove the 
bindings.’ Mended pieces then may be built together to 
reassemble the case, using for cement plaster of Paris 
mixed to thick cement with water. 


ASKING FOR PLATING—We have some pieces 

of jewelry with small diamonds set in white gold, 

the mountings being yellow gold. Want to improve color 

of settings by rhodium plating. How should this be 

done, without getting any white plating on the yellow 
gold parts? (Question No. 5712) I. G. A. 


Answer—With a camels-hair brush and any lacquer 
you have, paint carefully all surfaces that are not to re- 
ceive plating. There are formulas for special “resists” 
used by electroplaters for this lacquering; but unless you 
have a great deal of work to do. ordinary nitrocellulose 
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lacquer such as is used for protecting silver plated ware 
from tarnishing, will do well enough, without botheri 
to make up anything for the occasional job. If you ug 
clear lacquer, it is well to add some coloring materia] 50 
that the line of separation can be easily seen between 
where plating is not to be deposited. After plating, dig. 
solve off the lacquer by immersing the work in denatureg 
alcohol. 


EMPER COLOR—Must make a pair of pallets for 
a fine Graham dead-beat clock; what temper-color 
should these be drawn to? (Question No. 5713) T, P, 
Answer—Since there is no particular breaking-strain 
on this part, the steel may as well be left quite hard: 
say tempered to a very dark yellow or light brown, , 
little harder than purple. 


ENOVATING DECORATION—What can be 

done about an old Connecticut clock with a picture 

painted on back of glass, the paint peeled off in places? 
(Question No. 5714) O. R. K. 


Answer-—-If much of the picture has peeled off, we 
suggest removing all the paint; then, unless you have 
someone who could paint another picture, you could 
place behind the glass an appropriate lithographed or 
engraved picture, from an old book or magazine, like 
Godey’s Lady’s Book. Dealers in second-hand books or 
antique shops usually have some beautiful old pictures 
in stock, not collectors’ rarities, at reasonable prices; 
and many a garret has such things in it. If the paint 
has peeled off only in small spots, these could be touched 
up with paint of the same colors, after removing the 
loose flakes. 


E-TUNING GONG—We had in a French clock 

with spiral steel gong, which was bent out of shape. 
We straightened the coil up by bending the wire. The 
owner is complaining that the tone is not like it was 
originally. Can we do anything to correct this, grant- 
ing that the owner is right about the tone? (Question 
No. 5715) A. F. 


Answer—It is known that a steel gong (spiral) if 
bent at any coil farther out of its original form than 
could spring back into shape again, even if then re-bent 
to the original form, will sound with an altered tone; 
so your customer ‘is probably right. The first thing to 
try should be to anneal, reharden, and retemper the 
gong. Take off any brass fittings; heat the steel gong 
a decided red heat; bury it in wood ashes to cool slowly. 
After several hours cooling, reheat the gong to a bright 
red heat (not more than this); plunge in water; scout 
the steel bright with emery or carborundum powdef; 
bury the coil in a metal box of clean washed white sand; 
place a piece of hardened steel wire on top of the sand; 
heat until the wire is drawn to a rich blue color; remove 
the gong from the sand; it should be also of a rich blue. 
Refasten the coil to its fittings. In most cases the tone 
will have been restored to its original quality. If this 


does not werk out, a new gong, made of steel wire of | 


same cross-section and length, and tempered as described 
for re-tempering; or possibly a new gong bought off 
a material house, should be installed. 
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BUSINESS OPPORTUNITIES—Cont. 





GANSBERG will buy your 

surplus or entire stock and fixtures or 
tes for cash; my direct outlet en- 
ables me to pay you higher prices, 
pank and trade references of the high- 
est character. Write 15-17 Maiden 
Lane, New York. Telephone, Rector 


2-5928. 








Y stores and stocks bought for 
sa nh aye size, any amount, anywhere; 
my tremendous outlet and direct con- 
nections enable me to pay you highest 
prices; communicate with me at once 
and my representative or myself, will 
call on you; our offer will amaze you. 
Louis Rifkin, 81 Bowery, New York 
City. Phone Walker 5-3936. 








JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 





NAT LEHRER wil] buy for cash, your 
jewelry store complete or any part 
thereof; my direct connections for 
outlet enables me to pay the best 
prices; all communications held con- 
fidential; bank trade references; write 
or phone, 132 Hester St., New York 
City; phone Canal 6-4742, night phone 
Tivoli 2-3715. 








ARE YOU GOING out of business? I 
can guarantee you the cost of your 
Sieadis plus the expense of 
running a sale, with my personally 
eonducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
a 5 S. Wabash Ave., Chicago, 





WOULD YOU like to retire from busi- 
ness, if you were given a respon- 
sible guarantee, that your entire 

ures, material, lease and 
accounts would be sold for much 
more than the actual wholesale 
cost; our service will find you a 
cash buyer for your store as it 
stands today in bulk, or as a going 
concern; do you realize your good 
will is an asset that will bring you 
eash the same as your stock: Write 
us for complete details, you will 
not be obligated, references from 
many jewelers who have had us 
liquidate their business recently will 
be sent you along with unques- 
tioned bank references; no store 
too large or too small. Write at 
once to McRae & Shaw, Sixth Floor, 
168 N. Michigan Ave., Chicago, Ill. 


cs 
Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED diamondscope. Contact Ber- 
ed gewelera, 726 Broad St., Newark 





WANTED, engraving block and tools; 
wire collect or write C. F. Green, 409 
Smithfield St., Pittsburgh, Pa. 


WANTED jewelet’s flat and wire roller, 
drawplates. Ostier, Inc., 724 Fifth 
Ave, New York 19, N. Y. Co. 5-7766. 








WANTED to purchase, out of print and 
foreign books in the fleld of horology, 
technical and historical at a fair price. 
Address “D., 777,” care J C-K. 





WANTED to purchase well located jewel- 
ry store in town of 10,000 or larger 
in East Texas, Louisiana or 
sippi. Box 1311, Alexandria, La. 





WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,” care Jewelers’ Cir- 
cular-Keystone. 





WANTED, New Century engraving ma- 
chine in good order; give lowest cash 
price and particulars. Address “D., 
1009,” care J C-K. 





WANTED to purchase jewelry store in 
a place of middie size in Ohio, Penn- 
sylvania, New Jersey or upstate New 
York. Address “E., 967,” care J C-K. 





WANTED to buy for cash stop watch, 
timer and chronograph movements; 
state kinds and your price. Chas. Y. 
om 318 President Ave., Lancaster, 

a. 





WANTED, eight or twelve drawer Perfit 
or B.B. crystal cabinet with or with- 
out glass, also watchmaker’s lathe and 
tools. J. L. Hooley, 2105 Main St., 
Peoria, Ill. 








JEWELRY store, must be established in 


city over 50,000; purchase price $15,- . 


000 to $25,000; immediate cash; give 
all details in first letter. Address “K., 
941,” care J C-K. 





WANTED jeweler’s tools and supplies, 
torch for gasoline, complete or rotary 
blower, 3 lb. pressure ring casting out- 
fit. H. A. McKinney, 6632 S. 47th Ave., 
Portiand 6, Ore. 


SOUVENIRS wanted to be given away 
as gifts for the opening of our new 
jewelry store; send prices and samples 
for lots of a thousand. Address “A., 
1001,” care J C-K. 


WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Ernest Linick, 29 E. Madison 
St., Chicago, Il. 


WANTED, flat and square rollers, suc- 
tion polishing machine, ring stretcher, 
ring bender, oxygen gauge and Hoke 
torches, drill with flexible shaft and 
adjustable chuck, benches, etc.; will 
pay top price. Liberty Jewelry Co., 21 
N. Liberty St., Baltimore 1, Md. 


WANTED, sterling or plated silverware, 
used or new, odds and ends or sets; 
flatware and hollowware, engraved or 
not; we buy as merchandise not by 
weight; please send list or merchan- 
dise; cash by return air mail. Vro- 
— 520 W. 7th St., Los Angeles 14, 

alif, 


STORE wanted in southern city; will 
purchase for cash, stocks, fixtures and 
accounts of going business, or will take 
over lease and fixtures if owner does 
not want to sell stock; do not reply 
unless you mean business; we are not 
professional stock buyers; send your 
reply to “H., 560,” care J C-K. 























Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 eents a word 





SPECIALIZING in repairing of chrono- 
graphs and all kinds of fine watches 
for the trade. I. Altay, 22 W 48th St, 
New York 19, N. Y. 


CLOCKS repaired, all makes, foreign 
and domestic, spring weight and elec- 
tric; prompt service; work ere. 
Gem Clock service 1344 . Division 
St., Chicago 22, Til. 





CAREFUL, honest watch repairing for 
the trade, moderate prices; out of town 
orders attended to prom . L Kun- 
nel, 2 W. 47th St, New York City. 
Phone Bryant 9-5065. 





CAREFUL watch repairing, skilled work- 
manship; good service for out-of-town 
customers. Frederick Lowey, 48 W. 
48th St.. New York City. 





INCREASED facilities at our new loca- 
tion enable us at present to handle the 
watch repair needs of a few more ac- 
counts; our workmanship is guar- 
anteed and our service is prompt; over 
50 retail stores throughout the coun- 
try send us work regularly; price lists 
sent upon request. Dependable Watch 
Co., 132 Nassau St., New York, N. Y. 


——— 


Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additienal werds, 5 cents a word 





H. & I. Jewelry Polishers and Lappers, 
93 Nassau St., New York City; ex- 
pert on gold and platinum jewelry; 
mail us your work to be polished, 
prompt service guaranteed. 





PEARL and bead stringing; 24 hour 
servieg; genuine and cultured pearl 
necklaces our specialty; gold and sil- 
ver clasps always in stock. American 
Bead & Novelty Co., 71 Nassau St., 
New York 7, N. Y. 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St. 
Louis, Mo. 








To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SPACE for rent. 30 W. 
in the heart of the jewelry center; 
ideal for factory representative, job- 
ber, etc.; typist, phone included. 
p+ gaa Korn, Br. 9-8166, New York 

ty. 


Patents 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





| 


PATENT your good ideas; send me your 
simple sketch or model; free con 
fidential advice-literature ; register 
trademarks. Z. H. Polachek, registe 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 


FE 








Miscellaneous 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





LEARN WATCH repairing by doing it; 
thorough training under expert instruc- 
tors. For information write Standard 
Watchmakers Institute, 2061 Broad- 

way, New York City. 








your ability 
ed books. 


Hairspring Work” by Walter Kleinlein 
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Manufacturers’ News 





WALTHAM EXECUTIVES HEAR COMPANY'S POST-WAR PLANS 





“When production of American made 
watches for the civilian market is re- 
sumed, said Ira Guilden, president of 
Waltham Watch Co., at an executive 
staff dinner at the Hotel Manger, Bos- 
ton, Feb. 26, “Waltham will lead the 
field in quality, styling and attractive- 
ness.” ° 

In announcing the company’s post-war 
plans, Mr. Guilden revealed that N. W. 
Ayer & Son, nationally known advertis- 
ing agency, has been engaged to handle 
the company’s advertising and that a 
campaign of major scope is _ being 
planned. 

Nearly 100 company executives, in- 
eluding foremen, were guests of the 
company at the dinner, and pledged 
their support in carrying out the future 
program outlined by Mr. Guilden. 

Despite the fact that February, 1945, 
had but 28 days, Waltham’s war produc- 


tion hit a new high with more war ma- 
terial produced than in any other month 
since the start of the war, it was an- 
nounced by I. E. Boucher, vice-presi- 
dent and manager. 

‘ Francis P. Curtin, superintendent of 
maintenance, reminded the gathering of 
the necessity of maintaining the excel- 
lent record of the company in donating 
blood to the Red Cross and pointed out 
that more than 600 Waltham Watch em- 
ployees are regularly donating blood to 
this worthy cause. 

Following dinner the entire group wit- 
nessed the performance of the Ice Fol- 
lies at the Boston Garden, .a: memorable 
windup to a thoroughly enjoyable eve- 
ning which the company indicated it 
wid duplicate in the future for the pur- 
pose of disclosing additional plans 
affecting the welfare of both employees 
and the company. 





Oneida Ltd. Reports Larger Net 


for Year Ended January 31 


Oneida Ltd. report for fiscal year 
ended Jan. 31, 1945, certified by inde- 
pendent auditors, shows net income of 
$684,762, after depreciation, taxes, bonus 
to employees, foreign exchange, and 
other reserve adjustments. This com- 
pares with net income of $536,068 for 
the preceding year. 

The reserve for contingencies was in- 
creased from $600,000 to $750,000 by 
transfer from other reserves of amounts 
no longer required. 

No refund was necessary for renegotia- 
tion of war contracts for the years 1942 
and 1948. Profits have not yet been re- 
viewed for 1944, but the company be- 
lieves that any adjustment would be 
relatively unimportant. 





Fire Damages Jewelry Plant, 
But Partial Production Continues 


A fire broke out in the factory of the 
Allison-Kaufman Co., Los _ Angeles, 
about 8:15 P.M., Saturday, March 10. 
The company was very fortunate that 
the damage was not too great, and that 
on the following Monday, about a third 
of the factory was able to work. 

Some of the dies were destroyed, but 
the management hopes to be back in 
full production within about two weeks 
after the date of the fire. 
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Kreitzer Named Sales Manager 


The National Wholesale Jewelry Co. 
announces the appointment of Morton 
Kreitzer as sales manager. Mr. Kreitzer, 
who has spent the past two years with 
the armed forces, has just recently re- 
ceived an honorable discharge. Previ- 
ously to his entry to the U. S. Army, 
Mr. Kreitzer was a member of the sales 
force covering territory as far south as 
Florida. 





Los Angeles Wholesaler 
Moves to Larger Quarters 


On April 1, the Wm. E. Phillips Co., 
wholesale jewelers in Los Angeles, will 
move to their new and larger. quarters 
in the Spreckels Bldg., at 714 South Hill 
St., where they will occupy the entire 
second floor. The move was prompted 
by the need for more space as the organ- 
ization now employs 50 people and 
larger offices were not available in the 
Metropolitan Bldg., at 315 W. Fifth St., 
where the firm was formerly located. 
The move means an expansion from the 
previous 9,000 square feet of floor space 
to 16,000 square feet and has the further 
advantage of a more central location 
which will afford easier access by the 
company’s customers. 

This year is the 25th (silver) anniver- 
sary of the Wm. E. Phillips Co. busi- 
ness. 





Elgin Watch Advertising 
Aims at Post-War Market 


Although radio has been used increas. 
ingly by the Elgin National Watch Co 
in recent years to do a special wartime 
advertising job, magazines, both cop. 
sumer and trade, continue to be the 
backbone of the company’s advertising 
program, says Gordon Howard, Elgin 
advertising manager. 

“In the field of fine watchmaking, 
Elgin’s reputation as an advertiser was 
built on striking visual impressions jp 
consumer magazines,’ Mr. Howard de. 
clared. “We are continuing consumer 
magazine schedules, on a somewhat di. 
minished scale due to the shortage of EI. 
gins, to.hold our valued consumer fran- 
chise against the end of the war and re. 
sumption of normal] peacetime produc. 
tion of watches. 

“Jewelers always have credited Elgin 
advertising and merchandising support 
with being a major factor in maintain- 
ing a steady flow of customers into their 
stores. They can count on the fullest 
sort of program once large-scale pro- 
duction of watches for the domestic 
market becomes possible again.” 

Looking to the day when lessened de- 
mands on Elgin’s facilities for war needs 
will permit resumption of the manufac- 
ture of watches in quantity for civilians, 
Elgin ran a “transition” campaign last 
fall in eight of the largest national 
magazines. 

On the air, Elgin currently is pre- 
senting “Keep Up with the World” with 
Freling Foster on the Blue Network, 
and prior to that sponsored “The Ad- 
ventures of Nero Wolfe” on the Blue 
and “The Man Behind the Gun” over 
CBS. 

A special feature in each of the past 
three years has been the two-hour holi- 
day shows over CBS, which have also 
been shortwaved to the fighting fronts. 


Famous Exponent of Relativity 
Finds His Wyler Is Waterproof 


Albert Einstein, world renowned sci- 
entist who won popular fame a few 
years ago with his then new theory of 
relativity of time and space, conducted 
a wholly unpremeditated and accidental 
experiment on a_ time-keeping instru 
ment one day last summer, and _ has 
made a highly favorable report of his 
findings. 

Dr. Einstein, who is an enthusiastic 
amateur sailor, had a little boating accl- 
dent one afternoon which resulted in his 
being immersed for a considerable pe- 
riod. He was wearing his watch—a 
Wyler waterproof—at the time and ap- 
parently expected to find it pretty badly 
damaged. However it came through un- 
harmed as Dr. Einstein relates in a let- 
ter to Wyler Watch Agency. “The watch 
was in the water for a considerable 
length of time,” he says, “but kept run- 
ning with customary accuracy and suf- 
fered no ill effects.” 

Wyler is using the letter as the theme 
of its current ad in the consumer pub- 
lications. 
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New Heirloom Sterling Campaign 
Features "Famous Diamonds” 


Stories behind America’s famous jew- 
els—stories from the romance of the 
past—provide the background for the 
new and dramatic advertising campaign 
for Heirloom Sterling — product of 
Oneida, Ltd., Sherrill, N. Y. 

In the preparation of the advertising 
research people delved deeply into the 
archives of history to locate the trea- 
sured jewels, and to learn the romantic 
and historical “stories” behind them. 
Museums, historical libraries, private 
collections and descendants of famous 
American families were contacted and 
nit by bit the story was pieced together 





to form the basis for an advertising 
“natural”’—lovely and historically fa- 
mous heirloom jewelry and Heirloom 
Sterling silver. 

In full color pages scheduled to ap- 
pear in seven of the leading consumer 
magazines, Heirloom Sterling is dis- 
played side by side with these treasured 
possessions from the past graphically 
illustrating the basic theme—“A Prom- 
ise for All Your Tomorrows.” 

Typical of this series is one repro- 
duced in miniature above, which fea- 
tures a pair of diamond and emerald 
earrings that were given to Benjamin 
Franklin in 1777. Franklin was Ambas- 
sador to France at the time and one 
night, at a ball, a Polish countess rushed 
up to him and asked about her friend, 
the Polish patriot, Kosciuszko. When 
Franklin assured her that Kosciuszko 
was on Washington’s staff and in good 
health, she was so overjoyed that she 
tore off the jewels she was wearing and 
gave them to Franklin in the cause of 
American liberty. Photographed in full 
color by Anton Bruehl, these same jew- 
els appear in the first Heirloom Ster- 
ling advertisement—as lovely still as 
that night in Paris more than 150 years 


Counter cards featuring these “Stories 
of Famous Diamonds” and other related 
promotional material will be available 
to the trade to form a complete mer- 
chandising tie-in. 





Leopold M. Rosenblum has recently 
been appointed Pacific Coast representa- 
tive for Abel Bros. & Co., New York, 
manufacturers of wedding and engage- 
‘ment rings. 
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Gruen Sends Easter Greetings 
To Armed Forces Overseas 


Ever since America entered the war 
the Gruen Watch Co. has been sending 
Christmas and Easter greetings overseas 
to the men and women in the uniforms 
of America. This season’s message, cap- 
tioned, “A New Easter, But the Same 
Old Hats,” is carried by newspapers in 
England, Ireland, Egypt, India, France 
and Australia. 

In the Western Hemisphere, Gruen’s 
Easter wishes will be extended in six 


- Alaska newspapers, two each in Hawaii 


and Panama, and the principal news- 
papers in several of the islands in the 
West Indies, making a total of 45 news- 
papers in 18 different countries. 

A letter recently received by Gruen 
from an Army nurse in England indi- 
cates the effectiveness of this type of 
advertising. She writes, in part: 

“Reading a British newspaper | no- 
ticed your holiday message to all of us 
over here. Words cannot express the 
thoughts that flashed through my mind 
to know that someone back home is root- 
ing for us 100 per cent. Being here in 
England two years made me feel like no 
one back home ever thought of us over 
here, but your message made me realize 
that people like you are grateful to us 
for our work here. Thank you for the 
greeting that boosted my morale away 
up.” ‘ 

Sincerely, 
Lt. Helen T. Cupchinis, ANC. 


Benrus Watch Co. Re-Opens 
Pacific Coast Territory 


For the first time in more than a dec- 
ade, the Benrus Watch Co. is again rep- 
resented on the Pacific Coast. The new 
Benrus salesman is Barney Cohen, who 
will represent the company in the State 
of California. He started with Benrus 
on March 1. 

Mr. Cohen was formerly with the Na- 
tional Silver Co. and has spent the past 
four years representing that organiza- 
tion in Denver, Salt Lake City and Los 
Angeles. 

Although Benrus had no salesmen in 
California, the line was nevertheless rep- 
resented in many of the outstanding 
stores in the state. As has been the 
practice in other parts of the country 
where Benrus is intensively distributed, 
the line. will be aggressively advertised 
over the radio through time signals and 
spot announcements, and, this advertis- 
ing will be backed up with the regular 
line of window displays and other sell- 
ing helps. 





Costume Jewelry Manufacturer 
Changes Company Name 


Epstein Novelty Co., 242 Fourth Ave., 
New York, maker of costume jewelry, 
has changed its corporate name to Enco, 
Inc. The business remains at the same 
address and under the same manage- 
ment—the change is one of name only. 





Show Case Manufacturer 
Opens New Factory 


William Korn announces the opening 
of a new factory in Buffalo, N. Y., at 17 
Elm St. The firm produces a line of 
complete store equipment—show cases, 
wall cases, ete. 





Telechron Appoints H. D. Stanton 
As St. Louis District Manager 


Warren Telechron Co., Ashland, 
Mass., announces the appointment of 
Harold D. Stanton as district manager 
with headquarters in St. Louis. 


H. 0. STANTON 





Prior to joining Telechron, Mr. Stan- 
ton was associated with the electric 
clock appliance industry for 13 years, 
and has had wide experience in sales 
and distribution, as well as in clock pro- 
duction and design. 


Sonora Records’ Expand Production 


A new record manufacturing plant 
situated at Meriden, Conn., has been ac- 
quired by the Sonora Record Co. It 
will be operated under the name of 
Reko-Plastic, Inc., and phonograph rec- 
ords for Sonora will be its sole out- 
put. 

At the present time, Sonora’s records 
are produced at Scranton, Pa.. Demand 
for the company’s albums has increased 
so rapidly, officials said, that this new 
expansion of production facilities was 
held necessary. The new plant is sched- 
uled to go into production in June, and 
a third factory is contemplated for the 
early postwar period. 

Sonora’s current marketing is limited 
approximately to one new record album 
a month. With the increased production 
from Meriden, the company hopes to 
market at least two new albums — 
monthly, and with the addition of out- 
put from a third plant after the war, 
Sonora’s President Joseph Gerl believes 
the company will rise high on the list 
of phonograph record producers. 





Van Dell Offers Ad Mats 





en 





Van Dell Company, manufacturers of 
gold-filled jewelry, is currently offering 
to retailers the newspaper mats repro- 
duced above in miniature for local ad- 
vertising. The one at the right measures 
2 columns by 8 inches; the other 8 col- 
umns by 8 inches. Mats may be secured 
from any Van Dell wholesaler, or by 
writing directly to Van Dell Co., 185 
Fddy St., Providence, R. I. 
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Nathan Ads Again Honored 





NAPOLEON | 


® 




















S.NATHAN & 09, INC. an: oon. | 











For the second consecutive year one 
of the advertisements’ of S. Nathan & 
Co., Inc., 610 Fifth Ave., has been ac- 
cepted for the Art Directors Show, the 
display of advertising art to be held in 
the International Bldg., 630 Fifth Ave., 
from April 10 to 28. 

This is the 24th of these annual exhib- 
its held under the auspices of the Art 
Directors Club and represents in the 
opinion of their judges, the best of the 
advertising art of. the year. Around 
6000 entries were submitted this year, 
and of these only about 300 were ac- 
cepted to be displayed in the exhibition. 

Readers of Tue Jeweters CrecuLar- 
Keysrone will probably remember the 
advertisement, which. is reproduced 
above in miniature, as one of the series 
which Nathan ran in this paper during 
1944 featuring the jewelry of various 
historical periods. This particular ad 
appeared in the September issue. 

The Nathan advertising is prepared 
by the advertising agency of Frank 
Best & Co., New York. 





Parker Watch Offers Booklet 
for Distribution by Retailers 


Offered originally to radio listeners on 
“These Are Our Men,” the Parker 
Watch Company’s half hour NBC net- 
work show, the Parker War Bond Book- 
Portfolio is now made available to all 
Parker dealers for distribution. 

This booklet, handsomely printed in 
full color, contains the pictures and 
biographies of American war leaders 
dramatized in the radio series, and in- 
cludes a portfolio for the safe-keeping 
of war bonds, with a chart for record- 
ing their serial numbers. 

Thousands of copies have already been 
mailed in answer to requests from lis- 
teners coast-to-coast, and the booklet 
continues to be offered on another 
Parker radio’show, the Johannes Steel 
news commentary program heard five 
nights a week on Station WHN in New 
York, and Station WHDH in Boston. 

Jewelers interested in distributing the 
booklet with their own reprint may ob- 
tain full details by writing the Parker 
Watch Co. 580 Fifth Ave, New 
York 19. 
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Elgin Reports Bigger Sales . 
But Lower Profits for 1944 


Sales of the Elgin National Watch 
Co. in 1944 were largest in the com- 
pany’s history, but profit per share after 
taxes declined, announced T. Albert 
Potter, president, in the 80th annual re- 
port to stockholders. After provision of 
$2,010,000 for federal income and excess 
profits taxes, net profit was $978,455.59 
or $2.43 per share, compared with $1,- 


-140,176 or $2.85 per share in 1943. 


Government orders accounted for the 


greater part of the year’s output, but the - 


company has made sparing distribution 
to the trade from a diminishing stock- 
pile of civilian watches, he revealed. 

~ Imports of foreign watches are de- 
priving American watch manufacturers 
of the backlog of accumulated postwar 
demand to which most other industries 
look forward, Mr. Potter pointed out. 


‘ Even though lack of shipping curtailed 
‘imports during the year, enough foreign 


made watches were brought in for tm- 
mediate public demand. 

“We, in conjunction with other Amer- 
ican watch manufacturers have pre- 
sented our problem to the government 
with the expectation that when we are 
again manufacturing civilian watches 
some adequate equalization of imports 
may be devised. This will permit us to 
more quickly regain our channels of dis- 
tribution,” he said. 

The company’s war products include 
a new type ship’s chronometer with re- 
movable escapement, special watches, 
tank clocks, airplane clocks, chrono- 
graphs, timing mechanisms, mechanical 
time fuzes for anti-aircraft projectiles 
and critical jewels for precision instru- 
ments. 

Unfilled government orders are well 
in excess of the figure a year ago, Mr. 
Potter disclosed, adding, “We see noth- 
ing in the immediate future which will 
permit production of any quantity of 
civilian watches.” 

Dividends amounting to $2 per share 
were paid by Elgin during 1944. 





Forstner Chain Wins Renewal 
of Army-Navy "E” Pennant 


The Navy Department has advised the 
Forstner Chain Corp., Irvington, N, J_ 
in a letter dated March 10, that the 
have been awarded a renewal of the 
Army-Navy “E” Award for continueg 
excellence in war work. The origing 
“E” Award was presented Sept, 
1944. The renewal is for another gj 
months and carries with it the right tp 
add a white star to the original pennant, 
signifying the continuance of the cop. 
pany’s fine record for the preceding gi 
months. 

Simple ceremonies for the acceptang 
of the “E” pennant with the first stay 
will be held at the main plant of th 
Forstner Chain Corp. in _ Irvin 
promptly following the receipt of th 
new “E” flag. 





New Booklet Describes Course at 
American School of Watch Making 


The American School of Watchmak- 
ing, Los Angeles, has just released de 
tails of its training in a new 12-pa 
folder for prospective students, The 
folder is profusely illustrated, showing 
the school, some of the personnel, stu- 
dents and fyture fields of opportunity 
for watchmakers. 

The watchmaking school is associated 
with the American School of Aircraft 
Instruments, oldest school of its kind in 
America. Both schools are located on 
the nationally-famous Aero Industries 
Technical Institute campus in suburban 
Los Angeles. Association of the watch- 
making school with the other Aero Tech 
schools is cited as an advantage, in that 
students may benefit throughout the 
training period by their work with men 
specializing in allied professions. 

Instruction offered is entirely indi- 
vidual and the school is approved by the 
United Horological Association of 
America. It provides the full recom- 
mended curriculum of UHAA, ni 
study and shop training over a peri 
of one year. 





MEAT SHORTAGE? NAT NEWMAN HAS FISH! 















o 

No matter how tough things may get in the jewelry business, Nat Newman, president” 

of SK & W, diamond ring manufacturers, will always be sure of something to eat if his 

exploits in Florida last month are any criterion. Here is Nat fat the left) with a two-doy i 
catch off the Florida coast. Seated next to him is Mack Barracini, New York candy man 

facturer, who helped compile this impressive. total, though Nat doesn't say how many of 
them each got individually. At the right are Capt. and Mrs. Barker, operators of the 
charter boat from which the fish were caught. . 
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And In Coreclueron 


A SOUND IDEA 


IN q@iviNe tts enthusiastic approval to the proposal 
for enlarging and intensifying the work of the Jewelry 
Industry Publicity Board—(page 181 of this issue)— 
the jewelry business has taken a long stride toward 
assuring itself of a favorable position in the post-war 
era. 

The program that has been laid out seems to us a 
thoroughly practical one. Certainly the suggestion is a 
sound one that a survey should be made of the con- 
sumer’s attitude toward jewelry and jewelers and the 
public’s habits and motives in. respect to buying jewelers’ 
goods, before embarking on any major campaign. Only 
through such a study is it possible to determine intelli- 
gently what should and must be done to stimulate 
greater interest in and desire for jewelry merchandise, 
and thus to insure getting maximum results for every 
dollar expended on the campaign itself. 

With the competition from other types of goods which 
is inevitable after the war, jewelry, silverware and 
watches certainly are going to need plenty of the right 
kind of publicity and promotion. Here is a sensible 
and constructive move toward that end. It should 
have the earnest and whole-hearted support of everyone 
in every branch of the trade. 


LOOKING AHEAD 


ONE OF our readers makes a suggestion which we 
believe should be enthusiastically welcomed by the trade. 

Every one of us is painfully aware that skilled en- 
gravers are becoming decidedly rare. Most of them are 
well along in years—or middle aged at best. Few, if 
any, young men have been trained in recent years. 

Something. has got to be done about this situation if 
jewelers want to be able to continue to provide the 
engraving services which they have always found an 
integral part of their business. 

Now add to this the other unpleasant but inescapable 
fact of which everyone is equally aware—that from now 
on we are going to have an increasingly large number of 
young men returning to civilian life from the armed 
forces—many of them with permanent injuries which 
incapacitate them for many of the types of work that 
might otherwise be open to them. 

These men, no less than the able bodied, have a 
right to expect an opportunity for useful employment 
where they can earn a decent living and be independent, 
self-respecting citizens. Engraving could be the solu- 
tion in many cases. 

Various projects have been started for training these 
returning veterans as watchmakers. Why not also offer 
them an opportunity to learn the equally desirable and 
equally well paid trade of a skilled engraver? Such a 
program would at one and the same time help to provide 
the future supply of skilled men, and give to these boys 
the opportunity to re-establish themselves which they so 
richly deserve. 


256 


For both business and patriotic reasons, jewel 
should be glad to encourage and sponsor the idea. ~ 


BOUG i 

Our COMPLIMENTS TO the newly organized Indig 
Jewelers 24 Karat Club. 

Says the second issue of the club’s monthly by 
in setting forth the manner in which the asse 
intends to operate: “Under our plan of organization ,| 
the soliciting of ads in year books, and cash donatig 
from manufacturers, wholesalers and others will } 
thing of the past. We will be under no obligation 
any person, group or organization.” 4 

That, in our opinion, is the only kind of foundatig 
on which to erect a trade association. 

Subsidies, by their very nature, no matter how 
are disguised, or on what basis they are asked or given 
inevitably tend to influence the thought and actions 
the recipient, and a trade association should be guid 
by no other consideration whatever than the best inter: 
ests of its own members. 4 

Other jewelry trade associations have proved that 
is entirely possible to finance themselves from their 
own members without passing the hat to outside inter 
ests. We are happy to see the Indiana Jewelers % 
Karat Club adopting this same strong policy. 


F 


BARGAIN SPE 


Wuen aossir columnists get off their accustomed 
path of chit-chat about personalities, where do they 
some of their so-called “information” ? 

‘That question is prompted by an item that app 
in such a column in one of the New York papers, 
couple of weeks ago. It says: Z 

“Read this and weep: In the PXs in India the counts 
display amid the razor blades and gum, star sapphi 
retailing at 35c each.” ’ 

Mebbe so, but we’d like to see some of those 35c # 
sapphires. Fortunately, we happen to be acquaint 
with a soldier at present stationed in India and we hat 
sent him a dollar with the request that he buy oné! 
two and send them back to us for inspection. When ai 
if we get one—or failing that, when we get his reply- 


‘we'll report further. Meanwhile, it seems unfort 


that uninformed persons are in a position to 8p em 
stories that tend to undermine the public’s confidem 
in the value of the things that the jeweler sells—pa 
ticularly when, as in this case, these rumors appest! 
he completely at variance with any known facts. 
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